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Pan-American Service Includes 


A carefully prepared Educational Course which teaches the 
fundamentals of the business; 

A Sales Planning Department which develops prospects and 
arranges interviews; 

A complete line of unexcelled low-cost Life Policies, Substand- 
ard Policies for under-average lives, Child’s Educational Kn 
dowment; Group Insurance and all forms of Accident and 
Health Insurance. 

We have room in our fast growing organization for a few more 
men who would like to take up Life Insurance work under ideal 
conditions. 


Address 
E. G. Simmons, Vice President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 


Capital $1,000,000 Total Resources over $13,000,000 
Insurance in Force over $110,000,000 


A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 


Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks’ Indemnity—Or- 
dinary and Industrial Straight 
Life Insurance. 


Industrial 


Home Office 


NASHVILLE TENNESSEE 
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A Policy You Can Sell 


A $5,000 Policy In THE UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


PAYS of death from certain SPEC- 
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$5,000, the face of the policy 
in case of death from any 
cause. 


$10,000, or DOUBLE the 
face of the policy, in case of 
deathfromanyACCIDENT. 


$15,000, or THREE TIMES 
the face of the policy in case 


IFIED ACCIDENTS 


$50 PER WEEK, direct to 
the insured, in case of total 
disability as a result of ac- 
cidental injury, for a period 
not to exceed 52 weeks; and 
after that $25 PER WEEK 
throughout the period of 
disability. 


A Sound, Conservative- 
New England Institution 


United Life and Accident 
Insurance Company 


Home Office, United Life Bldg. 


Concord, N. H. 





Zurich 


A Casualty Company 
with a fifty-two year 
old record for genuine 
insurance. Entered in 
almost every state and 
Canada. Writing all 
Casualty Linesinclud- 
ing Burglary, Plate 
Glass, and Special 
Risks. © Ww W YW 





ZURICH GENERAL ACCIDENT AND 
LIABILITY INSURANCE Co., Lp. 


HEAD OFFICE EASTERN DEPT. 








INSURANCE EXCHANGE 45 JOHN STREET 
CHICAGO NEW YORK 
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**PERFECT 
PROTECTION’? 








SERVICE 
COVERS 
THE 
COUNTRY 


Amt 


A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
it. The growth of the 


Li f ; bi nite 7 nlainabl The 
ie knsurance Company ts easily explainable, £ i 


to be a reason behind 


Perfect Protection. ,This company presents 
Protection policy something unique in 
volicy that covers the contingencies of life, 

leath. 

More and more people, from Maine to ¢ alifornia, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. Ali this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company has plenty of room for addi- 
tional agency material. 
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Insurance Company 
PITTSBURGH, PA. 
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BARGAIN COUNTER INSURANCE 


Clarence C. Fowler Reveals Some Interesting Facts About Cut-Rate 
Companies 


Automobile 


S chief liquidation officer of the New York 
Insurance Department, Clarence C. lfowler 
is constantly seeing a side of life not visible 
to the ordinary insurance man, The New 

York department has in the course of 
liquidation a number of mutual concerns 
which formerly dealt chiefly in automo- 
bile insurance, but which were unable to 

maintain their solvency and as a result came under the control 
of the courts. Most of them wrote their business on a rate 
equal to three-quarters of the published rates, that is, at a 
twenty-five per cent cut. But it has been almost uniformly 
the experience of Mr. Fowler that, had the full board rates 
been collected, the result would have been the same; in other 
words, failure. Nor does he attribute this to be altogether due 
to had management, for some of the companies now in his 
charge have been fairly well managed. To explain the matter 
to his own satisfaction, he has come to believe that a large part 
of the business of these companies originates among a class of 
people who are inveterate insurance bargain hunters. And 
this theory is amply substantiated in the fact that the same 
policyholders have appeared in the lists of several such com- 
panies, one experience with the bargain counter being evidently 
not enough for them. 

These people are always on the lookout for cheap insurance, 
and they are always hopeful that the latest venture may prove 
successful. Many of their names have become familiar to the 
employees of the Liquidation Bureau of the New York Depart- 
ment by reason of the fact that with each new company that 


comes under the control of the Bureau the list of policyholders 
contains a certain number of names which were also on the 
lists of previous companies. 

Some of these insurance bargain hunters have, it seems, 
become particularly well trained in the ways of liquidation. 
In connection with the taking over of the World Mutual 


‘Casualty, of New York, recently, Mr. Fowler announced that 


an assessment of 200 per cent would be necessary. Long 
before he actually arranged the legal phases of the matter, or 
sent out notices, he received a check from one of the policy- 
holders of the company, covering his portion of the assess- 
ment, The check was honored at the bank, and, as a result, 
Mr. Fowler has opened the assessment cash book of this com- 
pany and has one entry therein, before the assessment notices 
have been sent out. 

It must be evident from these facts that there is a class of 
people whom Mr. Fowler says look exactly as one would 
expect them to, who are the chief support of the cut-rate 
mutual automobile companies. It is also evident that the busi- 
ness of these people is not profitable, since Mr. Fowler believes 
that the cut rate really has little to do with most of the 
failures. In this respect they differ from most of the bargain 
hunters in the retail business, for there are plenty of bargain 
shops in New York and other cities that have existed for many 
years and undoubtedly make money. But they do so by first 
attracting the customer with a window display and depending 
upon salesmanship to persuade him to buy higher priced goods 
when he gets inside. This method is impossible for the bar- 
gain counter insurance company, hence the list of failures. 
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‘THE IE MAKING OF THE FIRE INSURANCE RATE 


Ldward PB. Lardy, Issistant Manager, New York Fire Insurance Lxchange™ 
Thirty-Fifth Article 






The Standard Universal Schedule for Rating Mercantile Risks 


(Continued from last 


itself primarily with con- 
adequacy and _ efficiency 


have sound underwriting 


The first of these elements concerns 
struction and arrangement, the 
of extinguishing appliances. We can never 
until, in all cases, the relative significance of these two factors is care- 
fully and accurately adjusted: Our American friends, whether con- 
sciously or unconsciously, have based their whole system upon the 
recognition of these truths; their “standard building” is where the 
probabilities of fire are least, while their “standard city” is where the 
probabilities of suppression are greatest. Magna est veritas. When old 
Kepler had discovered his three immortal laws, he expressed himself 
as willing to wait a century for their recognition, since the Maker of 
the Universe “had waited six thousand years for an observer.” Our 
sphere is a very humble one, but there is truth in matters small as well 
as in matters great; laws in commerce as well as in science; nay, com- 
merce ts science, if we but knew it. We have had enough of rule of 
thumb in fire insurance, and just now rule of thumb has brought us 
into a strait place. Supposing we now try science. The efforts of this 
American committee are deserving of every encouragement, and if such 
a system as they suggest could be perfected and adopted, its advantages 
would be enormous. The least we can do is to urge every fire man- 
ager to send to America for a copy of this extremely able and sug- 


gestive pamphlet. 


second, the 


An interesting discovery made in preparing material for this 
article is the rating still in force of a risk that was made on 
June 24, 1893. This was in the City of Rochester, one of the 
earlies places where the Schedule was applied. While the 
ratings were worked up during the summer, they were not pub- 
lished until November, 1893, but the rate below which we quote 
was computed on June 24, 1893, and it is still in force. Perhaps 
this is a record for long-lived rating—older examples will be 








welcome. The rating follows: 

VANE eee OG wicca hots iets aie ance dete eereatee eee, 

ELIS BRS RETR a ele de eA oe eae SN 02 

WSIS RISACE akin ooo wash Sad wais aoe waren striae Saieee CAMO 

IPG RES ae sctachswica scan aaw sires oo slaw cone eee oS 

PRPC S Ise ME NNIO c.eicisseyaicrs ow sie ars oeie.wpyrsiaireswasioas! BOZ 

SECU 3 VST RAE at eee ree ee en ee 02 

DNESLANGAT, CHIRTIMEY Sop. 6.010 vowinn esos haeede ooaaee ct, BOS 

PORMIRET ITO MEMATNS. oc aod. Gok 5.44 os ino baie So's aletelwwreein GOL 

Age Or DUNGINE OVE 20: VEATS: .6iscsessisacdseue ees oe 02 
MAS AN cor cent a Att aads ud ninsa se manoradananiweene: MEST 

Deductions : 

Small building less than 1500 sq. ft. 10%............ 057 
PCS TE TY PE cia ee eee ALO eT 
OGCINANCY MCMANRE | s6s0!s:ciis wa saiwssuw hicweesenene <1 4OSO 
MMDIANS eric ce aden tastescenes 563 


Heavy Tobacco Losses Due to Hail Storms 
HartrorD, Conn., August 25. 


acres, 


-Losses occa- were claimed and the 


which is the acrez 
damage 








week) 
Deductions : 
PUD MC Water SUDPLVsciscre ccteciorersieterelore 15% 
Chemical: €nBineS ..cciscscecosscsnes $90 
WCCHDANGY orcs esos ponioe see csvset 15% 
Total percentage deduction...... BOV0sOR da. b cee al 
ee se « 
Reniaaiin dent 2.c/orasrelsierosetersvailerstoteteaetaeasobeeree i serene eas 
The three mills being dropped. 
Deductions : 
Exceptional city fire department 1612%.......... 05 
PROTA IIIT. 5 seco. sies0 orale wsteueve waters to oces at ots tla ose rors 30 
SCSTSOSTIGO® so iaci ores iaiesene cia es ae oe Datice poet oer 02 
RE Ga fae cat sees oy vies shaisva rece aaah ere tee ate Peete terete 2 
SOG COMMS MAN COM sie: tesiczaymisnnraiere oettereriary haere elareieee 05 
PRORAIN EL? oi s/x ss cccre: s/o lo eu Re Seen A RomeN taet eens 27 


lor 100% coinsurance the rate would be .24. 
OCCUPANCY 
The building is occupied by a butcher and barber shop on the 
first floor and the second floor is occupied by dwelling tenants. 


Key “rate for thes contents: «o.6c05 :..s0285 0 49 .49 .49 





Occupancy chances: -. /s6asee ex svecrwnes .30 35 .50 
MESTASS PUI: oc oh ara er cis cist ayate chee eer ene 05 .00 00 
sUI¥o\ 2) Me aN aterm een aa te! 4 .99 
The deductions for fire appliances, oceupany 
and all the other things referred to...... .30 34 AI 
Remainders .... - eae .50 258 
Exceptional fire dept. .06 .05 .00 


Remainders: 2 cece... .48 45 06 
TUXPOSHEG 50s. ptres.. KOZ 02 02 


hab eikeooke so «ap hd 
‘hese are the rates without coinsurance, and with 8o per cent 
coinsurance the rates will be respectively: .46, .43, .50; while 
with 100 per cent coinsurance the rates would be: .44, .41, 47. 
The deduction on the building for 80 per cent coinsurance 1s 
15 per cent, while for the 100 per cent coinsurance it is 10 
per cent more. On the contents, the deductions are one-half 
of this sum for 80 per cent, and 10 per cent more for 100. 
The final rate on the contents with 80 per cent coinsurance 
then becomes for the jeweler .47; the final rate on the contents 
with 80 per cent coinsurance then becomes for the barber shop 
.41; the final rate on the contents with 80 per cent coinsurance 
then becomes for the household furniture .44. 


The insurance is distributed among the Hart- 
ford Fire, the Automobile Insurance, National 
Orient, Phoenix Fire, tna Fire and 


ize on which losses 


ranged from 8 


sioned by hail storms in Connecticut this sum- 
mer have been adjusted by representatives of 
the Connecticut Valley Tobacco Growers’ Asso- 
ciation and the insurance companies in the pool 
and reach a total of almost $950,000. The losses 
have been adjusted on approximately 6200 


per cent to 1oo per cent. The hail damage in 
the aggregate was between $1,250,000 and $1,- 
500,000. About 70 per cent of the members of 
the tobacco association participated in the in- 
surance coverage and there were many other 


big growers who also had losses. 


4 


Fire, 
Springfield Fire and Marine of Springfield. 
The amount carried is pro rata according to the 
company’s standing. 

The insurance companies received $24 a! 
acre for a coverage of $300 an acre. 
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COMPULSORY AUTOMOBILE LIA- 
BILITY INSURANCE 

HE question of compulsory automo- 

bile liability insurance has gradually 
heen occupying more and more of the 
attention of legislators in the several 
States and now stands prominently be- 
fore the public eye. Many factors are 
responsible for this situation, but chief 
among them is the rapidity with which the 
number of automobile accidents is yearly 
increasing, especially the total of those 
involving pedestrians. As a direct result, 
and aided by the outbursts of favor-seek- 
ing politicians, popular feeling runs high, 
and the citizen who is not an automobile 
owner is justly insisting that the pos- 
sessor of a vehicle be at least financially 
responsible for his acts while driving a 
car. A definite step in this direction was 
taken in New York City recently by the 
passage of a law making the bonding of 
taxi cabs obligatory. 

Under the many ramifications of the 
instalment sales plan as now operative 
throughout the country, almost anyone is 
enabled to purchase an automobile. The 
fact that the buyer may have absolutely 
resources, other than a 
barely-sufficient wage, seldom enters into 
consideration. As a consequence, many 
have become automobile owners who lack 
even a rudimentary appreciation of the 
legal responsibility thereby entailed. In- 
capable of logical thought of any pro- 
fundity, they do not visualize their auto- 
mobiles either as cogs in the great wheel 
of national commerce or as potential 
sources of heavy loss both to life and 


no monetary 


property. Therein lies the difficulty. 
In effect, the act of a car is the act of 
its owner or driver. If an automobile 
strikes and injures or kills a pedestrian, 
the owner of the vehicle is the one from 
whom redress must be sought. If an 
automobile, accidentally or otherwise, de- 
stroys property, the owner is again the 
party against whom court proceedings 
are begun. This much is obvious and 
requires no explanation. If, however, the 
guilty person, as too often happens, is 
not financially responsible, the plaintiff 
has no opportunity for recovery of dam- 
ages. The only thing that can be done 
is to secure a body attachment and lodge 
the defaulting vehicle owner in jail. 
Whatever salutary influence such a move 
may exert upon the individual’s future 
conduct with respect to pedestrians and 
others, it is productive of no tangible 
benefit to the aggrieved, and does not pay 
for the injury which may have been 
done. Since present highway safety 
plans and automobile traffic laws have 
failed to appreciably reduce the annual 
number of motor-car accidents, the 
general public is more and more insist- 
ently demanding that vehicle owners carry 
liability insurance. If they will not do 
this voluntarily, then the public proposes 
to see to it that they are compelled to. 
Recognizing these facts, both the pro- 
ponents and opponents of compulsory 
automobile liability insurance are agreed 
that one of its desirable results would be 
to make it possible for an injured party 
to receive compensation, if not from the 
automobile owner himself, then from the 
insurance company carrying the risk. 
The means of achieving this end, contrary 
to the opinions of some who have not 
carefully examined the inherent possibili- 
ties of drastic legislation, are already in 
sight. The insurance companies are now 
offering policies which will protect both 
the automobile owner and the public, and 
a proper recognition of the necessity for 
such contracts is really a matter of edu- 
cation, not law. No legislative measure 
possesses validity whose principle is not 
in accord with the intentions of every 
member of the civic body. It might be 
feasible to compel purchasers of automo- 
biles to take out liability insurance at the 
time they buy their cars, but, out of the 
present millions of automobile owners, 


some would fail to comply with the law. 


§ 


In these cases, the first realization on the 
part of the authorities that they were not 
insured would come after an accident, 
and that would be too late. 

The real danger of the movement in 
favor of compulsory automobile liability 
insurance lies in the opportunities it 
would offer for the introduction of bills 
seeking to establish monopolistic State 
funds. This threat, in its last analysis, 
is no less against the insurance companies 
than against the average citizen, for upon 
the latter would fall the burden of sup- 
porting yet another governmental enter- 
prise. The lessons of experience indicate 
what this means, and the least astute voter 
cannot fail to comprehend the menace. 





HE change from old methods of sell- 
T ing life insurance to modern systems 
for accomplishing the same end is well 
summarized in an article entitled “What’s 
Wrong with Life Insurance ?”’, which ap- 
peared in the August 14 issue of Printers’ 
Ink. The author of this discussion be- 
gins by tracing the evolution of life in- 
surance from its earliest form down to 
the present commendable status of ac- 
tuarial science. Having done this, he 
details the advance in salesmanship prac- 
tices and then suggests that perhaps the 
life insurance companies are still too 
strongly emphasizing the idea of provision 
in case of death. There is nothing new 
in this conception. Many of the larger 
life insurance companies, together with 
the Life Extension Institute and similar 
organizations, have long realized that the 
public can best be won to an. appreciation 
of the value of life insurance by being 
made to see that the policyholder benefits 
directly during his lifetime and that such 
insurance is of tangible worth to the 
energetic, far-sighted business man. The 
writer in Printers’ Ink, however, does 
offer what seems to be a useful plan to 
further popularize life insurance. He 
believes that much public interest would 
be aroused if life insurance companies 
had chapters throughout the country 
and held meetings at regular intervals. 
Agents, company executives and policy- 
holders could belong to these chapters 
and it is implied that a substantial increase 
in writings would result. This is prob- 
ably true, and the theory is one which 
some life insurance company may profit- 
ably put into operation. It is, perhaps, a 








Fire Insurance 








little unfortunate that Printers’ Ink chose 
to call the article “What’s Wrong with 
Life Insurance?”, as the title might be 
construed as indicating a stigma, when, 
apparently, such was not the intention. 





— amusing are some of the 
comments of correspondents of the 
Post Magazine and Insurance Monitor, 
London, in reference to advertising life 
insurance. One of these conjures up a 
fearful picture of the probable thoughts 
of policyholders who might see the heavy 
expenditure which would have to be in- 
curred under an advertising program. 
He relates that the business now enjoys 
an excellent representation in England, 
which would in all probability be de- 
stroyed if the companies should so far 
lose their dignity as to start an advertising 
program. Another correspondent takes 
the position that everybody in [England 
knows about life insurance and that “pro- 
posals are as easy to get as shelling peas.” 
This is astounding news. Certainly, if 
it be based on fact, the life insurance busi- 
ness in England is far ahead of America. 
In this backward country life insurance 
agents are spending a great deal of time 
and money in devising new ways and 
means to secure “proposals.” It. still 
takes real brains to sell life insurance here 
and shelling peas is generally conceded to 
be an easier task by far. The correspon- 
dent goes on to state that “an uninsured 
man is becoming a rara avis and what is 
really wanted is a closed season in order 
to preserve the species.” Well, hail to 
that day in America! 





Heads Columbus Insurance Society 

Cotumsus, Onto, August 25.—Chas. A. 
Wikoff, head of the Wikoff Insurance Agency 
of Columbus, Ohio, has been elected president 
of the Insurance Society of Columbus. He suc- 
ceeds Trafford B, Tallmadge, who has served 
in this capacity for three years. Frank Kirk- 
vice-president, 
Russell M. 


patrick was elected Frank J. 
Mackin, treasurer and 
secretary and counsel. 

During the past year more members were 


Knepper, 


enrolled than in any year since the reorgan- 
ization of the society. 

—The Alexandria, Baltimore and Washington dis- 
trict agencies of the Life Insurance Company of Vir 
ginia, held an enjoyable outing with the Baltimore 
22. F. E. Hall, super- 


intendent of ordinary agencies, was present from the 


district as hosts on August 


home office. 
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August 21. 


TO INCREASE CAPITAL 


Fire Association to Add $2,000,000 to 
Fund 





ONE-HALF IN STOCK DIVIDEND 
Subsidiary Companies Had Recent Increase 
—Group in Strong Position 

PHILADELPHIA, Pa., August 25.—A proposal 
to increase the capital stock of the Fire Asso- 
ciation of Philadelphia from $1,000,000 to $3,- 
0co0,000 was made by the board of directors 
They would issue 40,000 new shares 
of stock, par value $50 each. 

A call was issued to the stockholders for a 
meeting on October 22 to take action on the 


Thursday 


a ——— 


matters and to consider adequate plans of action, 

One-half of the proposed new _ stock issue 
is to be declared in the nature of a stock diy. 
dend equal to 100 per cent of the outstanding 
shares. Originally the capital of the Fire Aggo. 
ciation was $500,000. 
1906 to $750,000 and to $1,000,000 in 1916, 


This was increased jn 


Two subsidiary companies—the Victory anq 
Reliance—have been acquired since 1916. Lately 
the capital of both of these subsidiaries was 
increased to $1,000,000 each. 

Within the past few weeks there appeared 
a movement of somewhat hazy origin to gain 
control of the Fire Association stock by outside 
interests. It was believed, however, that jt 
was more or less a speculative effort emanat. 
ing from New York. 











The Prudential 
Has 
Increased 
The 
Loan 
and 
Non-forfeiture 
Values 
under regular 
Ordinary 
Policies 
and has 
Made 
the 
New Benefits 
Apply 
to 
Old Policies 
as 
Well 
Prudential Agents 
are thus 
Better Equipped 
in the 
Service 
of 


Life Insurance 


Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 


The Prudential 
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SEPARATION SUIT 





Kansas Agents Start Action in District 
Court 





BOYCOTT CHARGED 





Temporary and Permanent Injunctions 
Against Union Asked—Restraining 
Order Likely 
August 25.—A suit to stop 
Union, non- 


TopEKA, KAN., 
separation of the Bureau and 
affiliated fire insurance agencies in Kansas was 
fled Saturday in the district court of Shawnee 
county. The suit was brought on behalf of 
a large number Of agents handling mixed busi- 
ness. It was filed by J. D. M. Hamilton, of 
the law firm of O’Neil & Hamilton. 

There are two counts in the petition. One 
sets out the anti-trust provisions of the Kan- 
sas statutes and the alleged discriminations 
which the Union companies are attempting to 
The second count charges 
and the 
affiliated companies by the Union companies. 


enforce in this State. 
a boycott against the Bmeau non- 

Last winter the Kansas Insurance Depart- 
ment issued an order prohibiting the separation 
of the mixed agencies in Kansas except for 
cause. But it is asserted that the Union coin- 
panies have proceeded with their plans for 
separation and are carrying these out gradually 
but effectively in various agencies in the State, 
including Clay Atchison, 
Leavenworth, Mound City, Wichita and other 
cities of the State. The insurance department 
has had several cases of alleged separation un- 
der investigation for some time and has de- 
manded that the Union companies which 
announced withdrawals present the facts under 
which it is making the withdrawal. 

While the suit filed in the district court is 
brought in the name of all of the Bureau and 
non-affiliated companies operating in Kansas it 
is asserted that it was brought in reality on be- 


Topeka, Center, 


half of the owners of the large number of 
mixed agencies in the State and not particularly 
on behalf of the companies. The suit is entitled 
the Agricultural Insurance Company of New 
York and the other thirty-two Bureau and 
the three non-affiliated companies admitted in 
Kansas, against the 2Etna Insurance and the 
ninety-eight other Union companies operating 
in Kansas. 

The prayer of the petitions asks for a tempo- 
rary and a permanent injunction against the 
Union companies carrying out their plans for 
the separation of all mixed agencies and the 
establishment of clear Union and clear Bureau 
A restraining 
order was asked from the court when the peti- 
tion was filed and is expected to be granted this 
Week. The separation order of the Union was 
made last fall and the petition charges that 
‘he separation is to be completed about Septem- 
ber 1, or at least that the agents must decide 
their course by that time. 

The Union companies 


~~ 


about 75 per 
Kansas, the Bureau 
Companies write about 20 per cent and the non- 


write 
cent of the business in 


affiliated companies write about 5 per cent of 
the total insurance written in this State. 

The petition makes the following charges 
relative to the alleged unlawful combination 
of the Union companies: 

That the plaintiffs and defendants have for many 
years past placed their companies in the same agencies, 
and that such arrangement was satisfactory to all 
parties concerned, and that such agencies were known 
That 
the defendant companies have now entered into a 


in the insurance business as mixed agencies. 


combination, agreement and conspiracy for the pur- 
pose of attempting to monopolize the insurance busi- 
ness in the mixed agencies in Union territory and to 
oust and eliminate the plaintiff companies from all 
mixed agencies in which the plaintiffs were repre- 
sented, and to persuade the mixed agencies in said 
territory, by threats, intimidations, duress and coercion, 
to resign the representation of the plaintiffs in such 
mixed agencies, and to represent only the defendant 
companies. In pursuance of such combination, agree- 
ment and conspiracy the defendants sent out and are 
now sending out emissaries, special agents and field 
agents to visit all of the mixed agencies in said Union 
territory, and particularly in the State of Kansas, 
and have instructed the said special agents and field 
agents to visit such mixed agencies singly and in 
groups and to state to the mixed agencies that unless 
they, and each of them, will, by a certain date fixed 
by such special agents and field agents, which these 
plaintiffs understand and believe to be September 1, 
1924, resign the representation of the plaintiffs, that 
all of the 
will withdraw therefrom, and further that unless the 


Union companies in such mixed agencies 
! 


mixed agency resigns the representation of the plain- 
tiff companies, that the Union companies will cancel 
the policies of insurance issued by said agent to its 
clientele and will refuse to allow said agent to make 
any indorsement or transfers upon said policy, and 
the said special agents and field agents did then and 
there and are now, throughout Union territory, and 
particularly in the State of Kansas, visiting the said 
mixed agencies in which the plaintiffs are represented 
and making the threats, statements and 
representations to such mixed agencies and as a fe- 


foregoing 


sult of such coercive conduct, many of the agencies 
in which the plaintiff had been and are represented 
resigned or will resign such representation of the plain- 
tiffs, and that such resignations were and will be un- 
willingly and reluctantly made by the mixed agencies 
and against the desire, volition and wish of the mixed 
agency and on account of the fear ~f the owner or 
owners of such mixed agency in each case that the 
Union companies therein represented will all with- 
draw and refuse to permit such mixed agency to 
longer represent them, and that thereby the large 
volume of business done for such Union companies 
in the mixed agency will be diverted to another suc- 
cessor agent and that the mixed agency will lose a 
part of the good will of its business in the loss of such 
Union companies in the agency, and that the mixed 
agency will, after the withdrawal of the Union com- 
panics therein, be unable to make the necessary 
endorsements upon policies as would be necessary to 
meet the changing conditions of location of property 
and hazard, and that such mixed agency will be un- 
able upon expiration of policies in Union companies 
to furnish renewal policies in the same Union com- 
panies as heretofore, and that the mixed agency will 
be obliged to compete with a successor agent for the 
renewal of business among its own customers, due to 
the fact that the successor agent could furnish poli- 
cies in the companies in which the customer had been 
accustomed to receive prior policies on the same risk. 
That said combination, agreement and conspiracy 
on the part of the plaintiffs, as herein set out, has re- 
sulted and will continue to result in the creating and 
carrying out of restrictions in the lawful business 
relationship. existing between the plaintiffs herein and 
the mixed insurance agencies of the State of Kansas, 
all of which is contrary to the laws of the State of 
Kansas, and that the violating of said law has re- 
sulted in and will unless restrained by injunction of 
this court, result in the future in substantial and irre- 
parable loss and injury to the plaintiffs herein. 


The second count, setting forth the boycott 


HEADS PUBLICITY MEN 


E. A. Collins Made President of 
Advertising Conference 


MAIL VOTE TAKEN 


R. L. Clark Elected Vice-President and 
S. F. Withe, Secretary-Treasurer 
Following a mail ballot, recently completed, 
it has been found that E. A. Collins has been 
elected president of the Insurance Advertising 
Conference. Mr. Collins is assistant secretary 
and manager of direct advertising for the Na- 
tional Surety Company of New York. 
Roosevelt L. Clark, advertising manager of 
the America Fore companies, was elected vice- 





E. A. CoLLiIns 


president, and Stanley F. Withe, of the A®tna 
Affiliated companies, becomes secretary-treas- 
urer. C. A. Palmer, advertising manager of the 
Insurance Company of North America; E. L. 
Sullivan, advertising manager of the Home In- 
surance Company of New York; Luther B. 
Little, publicity manager of the Metropolitan 
Life Insurance Company; J. G. Mays, vice- 
president, Royal Indemnity Company; A. H. 
Reddall, Equitable Life Assurance Society, were 
elected as members of the executive committee. 

Leon A. Soper, the retiring president, be- 
comes a commissioner to the Associated Ad- 
vertising Clubs of the World. 


Bulletin on Political Facts 


W. W. Ellis, sales promotion manager of 
the Commercial Union Assurance Company, 
has compiled and is now distributing a pam- 
phlet on Political Facts, containing an explana- 
tion of the electoral system, a brief history of 
the party system and some interesting election 
tables. The pamphlet has proved very timely 
and is in heavy demand. 








alleged to be threatened by the Union com- 
panies, is a reiteration of the first count and 
then shows that, by coercion, threats and duress, 
the Union companies are placing a boycott 
against all agencies which refuse to resign 
Bureau and non-affiliated representation in this 
State. 
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LIFE 


INSURANCE / 


EXAMINATION 


ILLUSTRATED 


Life Insurance 
Examination 


Edited by Frank W. Foxworthy, Ph.B., M. D. 


Formerly Chairman Medical Section, American Life Convention, President of American Assn. 
of Medical Examiners, Chief Surgeon Indiana National Guard, Major and Surgeon U. S. V.; 
At Present on Staff Methodist Episcopal and City Hospitals; Associate Editor ‘‘ Medical 
Insurance.” For many years a Medical Director, A Medical Referee, and a Medical Examiner. 


In Collaboration with Over 40 of the Leading Life Insurance 
_ "Experts and Pathologists 


The book covers: History of Life Insurance Examination, 
Examination and Inspection of Industrial Insurance, Group Insur- 
ance, Fraternal Insurance, Relation of Agent to Medical Examiner, 
Organization of Medical Dept., Medical Director, Medical Referee, 





needed. 





HIS is the first book of its kind in 19 

years. It is more complete and exten- 
sive than any ever published in the history 
of life insurance examination. It goes into 
the scientific basis of disease deeply, not 
superficially. It gives the latest advances 
in insurance medicine, the latest laboratory 
technic, the latest method of handling 
doubtful cases, and the latest ratings of the 
sub-standard risks. Shows how to organize 
and conduct the medical department, and 
tells the Medical Director what to do in 
every disease. Gives the opinions of many 
experts in each line rather than the limited 
opinion of one man. It has hundreds of 
features that will appeal not only to every 
examiner, but to every one connected with 
life insurance. A book that has long been 


Medical Examiner. 


General Instructions to Examiners, Etiquette of Medical 
Examinations, Examination of Women, The Mouth—Nose 
—~-Throat—Ear—Eye, Respiratory System, Tuberculosis, 
Cardiac Condition, Heart and Blood Vessels, Abdomen, 
Nervous System, Endocrines and Visceral Nerves, Blood 
Pressure and How to Take It, Diagnostic Value of Sphygmo- 
manometer, Syphilis, Focal Infection, Goiter, Goiter and 
Life Insurance, Postoperative Risks, Malignant Epithelial 
Neoplasms, Urinalysis, Examination for Albumin and Casts, 
Albuminuria and Cylindruria, Glycosuria, Laboratory 
Procedure. 


Life Insurance in the South, Hazards of Tropical Risks, 
Army Service as an Insurance Problem, Numerical Methods 
of Valuing Lives for Insurance, Insurance of Substandard 
Lives, Relation of Build to Mortality, Examinations for 
Health and Accident Insurance, Selection of Risks for Dis- 
ability and Double Indemnity Benefits, Health Conserva- 
tion, Insurance Welfare Work, Inspection Reports, Fraud, 


ann Sm Ae A ee et ~y Legal Aspects, Influence of Occupation on Life Underwrit- 
THE SPECTATOR COMPANY ing, Postponement in Disease. 
135 William Street, New York | 
Please send one copy of Iare Insurance | 738 pages, 6x9, with 156 illustrations, mostly original, and 
EXAMINATION for which .... agree to pay | ‘ : : acs A = 
$9.00 net. I special inserts. Price, cloth, net, $9.00. 
I 
ee | | 
‘aii | THE SPECTATOR COMPANY 
0) eee Seneca : Chicago Office Selling Agents 135 William Street 
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The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 








Over a million in assets and 
enjoying PROSPERITY, 
CONFIDENCE, PRESTIGE 
and SUCCESS. All due to 
unselfish management; to fair- 
ness and liberality in writ- 
ing Fire, Tornado and Auto- 


mobile Insurance. 








THE LIBERTY FIRE 
INSURANCE CO. 


J. C. BARDWELL, President 








“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 1,000,000 


Surplus to Policy 
Holders..... cs 


Assets......... - 


1,752,290 
4,543,938 
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AGENTS’ PROGRAM 





Variety of Subjects Up for Discussion 
START WITH BIG DINNER 
Several Speakers Talk on Government in 

Business 
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AY of ce ttees 

1 1 of cc Ss 

Re Finar ittee.—Donald G. North, 
Ne i ( 1 

NCTM Ca uty 1 d 5 ret F ¢ 1 ( 
Odell, Greensboro, N. C., chairman. 

Report of fire prevention and conservation commit- 


tee.—William B. Calhoun, Milwaukee, Wis., chairman. 
Report of membership committee.—R. P. De Van, 


Charleston, W. Va., chairman. 








Re I slati ¢ t ( 1 Walker 
Tavl VM igton, N. C., 

Report of grievance committee.—I I Agler, 
Youngstown, Ohio, chairman. 

Report of special 

\ Governn Alex 
at Pome Dallas, 

( ral open discussion 

WEDNESDAY AFTERNOON 
Convening Hour, 2 O’Cleck) 

Music.—Orchestra, startin L.45. 

Address: Public Benefit by Private Operation —IT 
Ek. Byram of Chicago, president, Chicago, Milwauke 


ind St. Paul, Railroad 

Monopolistic Legislation, a Practical Way to Meet 
T \ general discussion. 
\ Local Board or Insurance Club at 
il dise 


ral discussion. 

Qualification of Agents.—A general discussion: 

1. For State license. 

2, For membership in local, State and _ national 
associations. 

General open discussion, 





Chicago, vice-president, the Phi 


8.00 p. m.—First meeting, committee on resolutions, 
iold Room, Hotel Wisconsin. 
Trrurspay MorninG, SEPTEMBER 11 
(Convening Hour, 10 O'Clock) 
M Orchestra, starting at 9.45. 


Address: Iding and Ser- 
Customers, Harry G. Baldwin 
> American Appraisal Company. 

The National Automobile Club, C. A. 


Appraisals as Business Bui 
f Detroit, man- 
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i Insurance Business.—A general discussion: 
T all lines to proper, complete 
le ite 
The devel nt of tl lled side-l s by a 

lysis of each 
( anies—organized 1-affiliated. 


The menace of the reckless greed for premium 


“ 

5 [he necessity of returning to sole or limited 
representation. 

6. The expense ratio. 

The Development of Casualt nd Surety Lines.— 

G on. 

S “Or ttee on resolutions, Gold 





n Thursday evening convet 1 attendants will 
he the guests of the Milwaukee Board of Fire Under- 
riters at a garden party to be held on the grounds of 


Wisconsin Club. 
1DAY MorninG, SEPTEMBER 12 
Convening Hour, 
Music 
Che Agent’s Public Service—A general discussion: 


Orchestra, starting at 9.45. 


1. Curtailment of the life, fire and accident waste 


of the country. 


Civic activity with and through local chambers 
rece and civic clubs. 
Co-operation with local enterprises for better 
ie 
weitare. 
1. Public service in 1 


Getting to the Public—A 





Insurance Informat 
general discussion. 

Address: In 
tion—Dean Har 


rance idemnity Divine Concep- 
> G Walker of Duluth, Minn. 












General open discussion. 
12.00 o'clock National Defe Day demon- 
Fripay AF NOON 
Convent Ho > O’Clock) 

M Orchestra, starting 1.45, 

Discuss > — ( 1 ¢ 1 hed. 

Report the ¢ ittee or € itio 

X« th e | n ons 

Flectic of officers 

Prese ior rds.—Presid Membership 
Cup at D s Attet ( ) 

U1 she s cussion 1 disposition of 

N us 


New Commercial Union Special 
Kenneth T. Cookingham, new special agent 
for the Commercial Union group of com- 
panies in Eastern New York, will make his 
headquarters at 61 State street, Albany, N. Y. 
He will travel in a field where he is already 
well known to most of the agents. 
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North British » Mercantile 


Insurance Company 


LIMITED 
115 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 


Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





€ECIL F. SHALLCROSS, UNITED STATES MANAGER, 


76 WILLIAM STREET, NEW YORK CITY 


Thursday 

















THE LEADING FIRE COMPANY 
OF THE WORLD 





COMPANY 
LIMITED 










NEW HAMPSHIRE 


FIRE 
INSURANCE on 


QMANCHESTER, N. AY) 





FIFTY-FOURTH 
PROGRESSIVE ANNUAL STATEMENT 
January |, 1924 


$ 2,000,000.00 
Assets 11.275,626.67 
Liabilities,except Capital 5.87 3,397.23 
Surplus toPolicyholders 5,402.229.44 


Cash Capital 























HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 
has grown so in popularity until it is now generally conceded to be 
“tone of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for Financial Statement 


GEO. A. CHASE, President BALTIMORE, MD. 


B. i. TALLEY, Secretary 




















1923 Supplement 


Insurance —— New York 


At its 1923 session, the Legislature of New York enacted 29 
laws, affecting 59 sections, the changes in 1923 being about four 
times as many as usual. Owing to this situation, the compiler 
of the Insurance Law of New York, Amasa J. Parker, Jr., 
decided to publish a supplement to the last complete edition. 
This 1923 Supplement has been issued and contains 98 pages. 


The 1923 Supplement embraces reprints of sections amended, 
new matter being printed in italics and matter omitted being 
shown in brackets. 


There are also copious notes after each section, showing the 
purpose of the amendments. 


Price, in cloth binding, $2.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











RENT 
7A OM Ouse) 59000 
SPRINKLER 
LEAKAGE 


TORNADO 
USE AND Soe 
OCCUPANCY 


UNITED STATES BRANCH 


110 William Street, New York. 
Horatio N. Kelsey, Manager 
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WANT VIEWS OF COMMISSIONERS 
Virginia Association Asks How Much Com- 
pensation Agents Should Receive | 
RicHMOND, VA., August 25.—The Virginia 
Association of Insurance Agents has addressed 
» communication to all of the Insurance Com- 
rs, asking the Commissioners to express 
their views as to what compensation local agents 
ghould receive. The officers of the association 
helieve that this may help bring about an un- 
derstanding between the local agents and the 
Commissioners, which will go a long way 
towards solving the vaxing problem of compen- 
gation, around which the separation fight centers 
jth in the West and in the Southeast. 


missione 





Would Reduce Auto Rates in Kansas 

ToreKA, Kansas, Aug. 25.—A_ material 
cit in the fire and theft rates for automobile 
insurance in certain territory of Kansas has 
been proposed by the stock fire companies. 
The Kansas Inspection Bureau has filed with 
the State rating bureau a schedule cutting the 
rates approximately twenty per cent on all 
classes of cars in Territory A throughout the 
State. This includes all the country districts 
of the State, but does not include the counties 
having the larger cities. 

The companies filed new schedules raising 
the rates throughout the State last winter. In 
some cases the increases were as high as six 
hundred per cent. It is asserted by some in- 
surance men that the increase cut the volume 
of business so much that the companies then 
introduced the cash value or no-amount policy 
which they proposed to write at a greatly re- 
duced premium from the standard form policy. 

The new cut in the rates applies only in 
Territory A and does not affect the rates in 
Territories B and C, which include th large 
cities of the State. The cash value policy 
rates are icss than one-half the standard policy 
rates in this territory. 





An Ambitious Project 

The reported proposal of the 
Clerks Mutual Benefit Association 
York to insure all members of the Ancient and 
Honorable Order of the Blue Goose, number- 
ing some 6000, or not less than 80 per cent of 
the membership, would result in multiplying 
the membership of the association by three, 
for on December 31, 1923, it reported but 2441 
members, The Insurance Clerks Mutual Bene- 
t Association has been in operation since 1872, 
and it had more members and larger assets at 
the end of 1923 than ever before, its resources 
then having been $187,697, while it reported 
$7085 of liabilities. 
ciation, it does not provide such policy reserves 
a&% a regular life 
quired to maintain. 


Insurance 
of New 


Being an assessment asso- 


insurance company is re- 


It is stated that the association will waive 
the $5 initiation fee, if 80 per cent or more 
of the Blue Goose members accept the proposi- 
tion, and that no medical examination will be 
required; also that those accepting must in- 
clude 80 per cent of those who are forty-five 
years or more of age. Policies will be for 
$1000 each, and will not contain cash surrender 
or loan values. 

T. F. Cunneen Becomes Third Deputy of 
New York Department 

Superintendent of Insurance James A. Beha 
announces the appointment of Terence F. 
Cunneen as third deputy superintendent. 

Mr. Cunneen is a graduate of the New York 
Law School, having been admitted to the bar 
in 3912. He was with John J. 
Cunneen from 1914 to 1922, except during the 
war period, when he was in military service. 
Since 1922 he has acted as secretary to Judge 
Robert S. Johnstone of the Court of General 
Sessions and Judge Edward T. McGoldrick 
of the Supreme Court, First Judicial District, 
resigning such latter connection to assume his 
duties with the insurance department. Mr. 
Cunneen’s extensive legal experience, which has 
involved many important litigations in connec- 
tion with the business of insurance and other- 
wise, should well qualify him for his new duties. 


associated 


To Issue Standard Policy for Dwellings in 
Texas 

Austin, Texas, Aug. 25.—Decision was 
reached by the Texas Fire Insurance Com- 
mission to promulgate a Texas standard fire 
policy to be used by all fire insurance com- 
panies doing business in Texas for writing 
dwellings and mercantiles, with clauses, war- 
ranties and permits, printed on policy form, 
following a-hearing on the subject held on 
August I5. 

The commission also decided, however, to 
allow local agents and the companies to use 
the so-called special form dwelling policies 
until the companies that had printed supplies 
on these special forms had exhausted the sup- 
ply on hand. 

“In the meantime,” said a statement by the 
commission, “a uniform policy on dwellings 
and mercantiles will be approved, and when 
this form is promulgated, all agents and com- 
panies wiil be required to use the new form.” 


Atlas Chicago Appointment 
Ronald R. Martin, United States manager 
of the Atlas Assurance Company, Limited, has 
announced the appointment of Ralph F. 
Woltersdorff as assistant general agent at the 
Chicago office. He will work under Mr. 
Schoen, the general agent in charge there. 


NOT GOING INTO INSURANCE 
BUSINESS 

American Automobile Association Took No 

Action Against Private Organizations 

Cuicaco, Intt., August 26—The American 
Automobile Association at its recent Detroit 
convention, contrary to popular impression, did 
not launch a nation-wide program for entrance 
into the interinsurance business, according to 
Fred H. Caley, secretary of the Cleveland 
Automobile Club, a member body. Mr. Caley in 
an announcement states that he was in attend- 
ance at the gathering as a member of the 
resolutions committee and is also an executive 
committeeman. Mr. Caley declares that there 
was no resolution or motion made at the con- 
vention relative to the activities of the national 
body in taking up the matter of reciprocal in- 
surance schemes, either nationally or in encour- 
aging individual clubs to pursue such a course. 

The address or report of Thomas P. Henry, 
president of the American Automobile Associa- 
tion, dealt with the operation of the interinsur- 
ance schemes of the Chicago, Detroit and 
Southern California motor organizations, with 
the suggestion that the other clubs follow suit. 


Want No-Amount Policies in Indiana 

INDIANAPOLIS, INp., Aug. 25.—A hearing on 
a petition of the Indiana Inspection Bureau, 
an organization representing insurance com- 
panies, for authority to file a “no-amount” 
policy for automobile losses by theft or fire, 
was held before Thomas S. McMurray, Jr., 
State Insurance Commissioner, this after- 
noon. The insurance companies propose to 
issue policies that would not state the amount 
to be recovered in the event of loss, but leave 
that amount to be determined by the value of 
the car at the time of the loss. Most other 
States permit the sale of such policies, and 
they have resulted in somewhat lower pre- 
miums, it was asserted. 


New Edition of Fire Annual 

The new edition of “Fire Insurance by 
States from 1880 to 1923” has just been pub- 
lished by the Weekly’ Underwriter. The vol- 
ume gives a comprehensive summary of the 
record of business in each of the States, in- 
cluding the Dominion of Canada, by the joint 
stock fire insurance companies. Totals of 
business for forty-four years are given, to- 
gether with the aggregates for each State over 
designated periods. The book is composed of 
168 pages and is attractively bound. 

Clearing House for Fire Insurance 

TopeEKA, Kansas, August 22—A_ clearing 
house for fire insurance is being established in 
Topeka for the benefit of all the special agents 
in Kansas. 





Has paid losses for 
over 50 years 





J. HARRIS LENKER, Presiden 


City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


Organized 1870 
Cash Capital $600,000 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


A. F. O’DANIEL, Secretary and Underwriting Manager. 
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EVERY YEAR A RECORD YEAR 
Year Income Assets Paid Policyholders Since Organization 
1909 $9,248.00 $5,683.00 $722.46 
1913 $234,570.00 $55,825.00 $320,985.43 
1917 $758,923.85 $365,736.81 $1,307, 881.83 
1919 $1,273,980.95 $654,673.66 $2,304,004.49 
1921 $2,374,671.38 $1,499,846.33 $4, 234,599.59 
1922 $2,891,874.11 $1,722,207.46 $5,763,009 64 
1923 $3,337,492.14 $2.119,695.57 $7,385,699.08 
Business Men’s Assurance Company 
W. T. GRANT, President KANSAS CITY, MO. 

















NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


G. DELA 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


W. £. RAY, Special Ageut FRANK 


Terre Haute, Ind. 


HUNT, 


C. C. CRANDALL, Special Agent | ERIK LINDSKOG Special Ace me 
Cambridge Springs, Penn. | 7 W. Lake St., Minneapolis, Min 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 





Steel 











GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY CO. 


ELMER H.DEARTH, President 


606 bia ieseiis Ave., Cor. Congress Detroit, Mich. 


INSURANCE 

















eneral ccident 


FIRE AND LIFE 


ASSURANCE CORPORATION. Lisi 


FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING - 4 T & WALNUT STs. 
PHILADELPHIA 



















LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 


Guéenined 1855 


FIREMEN’ INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
$2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 


Capital, 
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EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’? 








Accident Insurance at Cost 
Never Exceeded $9.09 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000-—$10,096 


Insurance to November |, 1924, for $2.00 
Write tor Application Blank 





H. E. REX, Sec’y-Treas, DES MOINES, [OWA 














Great American 
Insurance Company 


Now 





Choose Choose 
Your Your 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,000.00 


ESERVE FOR ALL OTHER LIABILITIES 


21,316,680.16 
12,465,360.86 
46,282,041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Office, One Liberty Street 
New York Gity 


PACIFIC DEPARTMENT 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 


WESTERN DEPARTMENT 
CG. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Ul. 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 1 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Wm. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCEISCO—George L. West, Manager, 220 Sansome Street 
CHICAGO—Wa. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 
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FIRE INSURANCE NOTES AND EVENTS 














NEW YORK SURVEYS 

Can the Membership Be Increased?—The 
two largest insurance societies in the world 
devoted to educational purposes primarily are 
the Insurance Society of New York and the 
Insurance Institute of London. There is a 
striking difference in the membership of the 
two societies and we are referring to the mat- 
ter solely for the purpose of developing the 
thought of possible methods for increasing the 
membership of the New York Society. The 
New York Society has a membership of 1200 
—the London Society 4058, these figures be- 
‘ng taken from the latest reports of each So- 
ciety. In the New York Society the dues are 
the same for all members regardless of the 
position they may hold in the insurance world, 
In London there are 
three classes of The an 
annual subscription of $5.00—the second $2.50— 
the third $1.25. That is, they pay an equivalent 
of this in English money. 


age, or anything else. 


members. first pay 


Their receipts from 
present 
rate of exchange. In the New York Society 
with a membership of 1200 with dues of $5.00 
$6000, but 
members are active and 
pay this fee; the others are non-resident and 
py a fee of $200 There is an entrance fee 
of $1.00 for a new member. Dismissing the 
question of income entirely, would not such 
a scheme tend to increase the membership of 
the Insurance Society by making it possible 


funds amount to about $8500 at the 


that makes approximately only 


about 1000 of these 


for practically every junior in the neighbor- 
hood of William street to be a member? Would 
not such a method two things: 
First, increase the interest in the Society and, 
second, benefit a larger group than the Society 
is doing at the present time? 


accomplish 


Are We Doing the Work Right?—In con- ° 


advance movement of the 
N.F. P. A. in the employment of a field secre- 
lary to stimulate a campaign against the waste 
ly fire, certain statistics have been compiled 
showing the excessive loss in certain cities. 
With that phase of the matter we probably are 
lamiliar enough, but the question does come 
tack as to what has been the effect of more 
tan twenty-five years of continued effort in 


nection with the 












this direction. To give it a local flavor, for 
instance in the city of New York the fire 
waste, according to the estimate of the fire de- 
partment, amounts to about $4 per capita. This 
is a high figure when we consider that the city 
has the largest number of fireproof buildings 
and sprinklered risks that can be found any- 
where. All this is merely preliminary to the 
thought that we need new methods to stimu- 
Just what form 
this new method will take is difficult to deter- 
No doubt if the money which is now 
spent for the maintenance of fire departments, 


late an interest in this subject. 
mine. 


whose chief work is to extinguish fires, could 
be converted into a fund devoted to fire pre- 
vention, results would be reached that are almost 
unmeasurable. It is doubtful whether we would 
need to spend much more money than we are 
spending now through the city governments, 
but we do need to emphasize the use of that 
money in a different direction. It is to be 
hoped that the field secretary will be able to 
stimulate interest along that line. 

Lightning as a Cause of Fire—IJn analyz- 
ing the report covering one hundred and eleven 
all date 
(20) or one-fifth the 
The total 
amount of loss for the twenty (20) fires was 
and _ those 
were eight. 


fires, apparently of recent 


(III) 


twenty practically of 


whole were occasioned by lightning. 
reported $19,980 reported as 


as 
” 


“small” or “no claim made” 


Examination and Failures—There will be 
recorded this year in the examinations of the 
Insurance Institute of America a higher per- 
centage of failures than has been the case be- 
fore; the exact figures are not available, but 
probably will be within a month. The better 
figures to consider, however, in this connec- 
tion, are those from the Chartered Insurance 
Institute of In the 
tions for 1924 the total number of papers sub- 
This is about ten 


Great Britain. examina- 
mitted amounted to 22,131. 
times as many as we had in the United States. 
The failures numbered 10,499, or 47 per cent. 
A certain percentage of these is due to the fact 
that next year a preliminary examination will 
be required of those who expect to sit for the 
examinations and naturally there was some- 


thing of a push this year to get in before that 


went into effect. Another reason, however, for 
the large number of failures is the recogni- 
tion on the part of those in the business that 
the Institute certificate is so valuable that all 
should try to obtain it; in other words, a part 
of the failure was due to the ambition to ob- 
tain the certificate. This is to be commended 
and when the proper preparation has been 
secured it will result in a much better staff 
than would otherwise have been the case. If 
only those who were sure they would pass sat 
for the examinations, both Institutes would fail 
to do their proper work. The failure in the 
examinations shows the student that he is not 
as well equipped in that particular subject as 
he ought to be and generally it will spur him 
to equip himself in a more complete manner. 
Local Chapters of the N. F. P. A—By 
action of the association at its annual meeting 
the institution of local chapters of the N. F. 
PA. 
the formation of local standing committees, or 
some equivalent means of meeting local con- 
ditions, but up to the present time no such com- 
mittee has been formed. Steps are being taken, 
form such a one in New York 


was abolished. There is provision for 


however, to 
city. 

Not in Our Class.—It is estimated that 
the property loss in London for 1923, trans- 
lated into American dollars even if we put it 
at $5 to the pound, only amounts to about $3,- 
600,000. It is evident that London is not in 
the class with New York city because, with 
about the same area, population and insurable 
values, we burn up six times that much. That 
shows how much more advanced we are than 
London. 


Westchester Field Changes—The West- 
chester Fire has announced that it is rearrang- 
ing the territory of several of its field men. 
Leonard C. Kline, State 
will supervise Western and 
Fastern Kansas, with headquarters at Kansas 
City. Frank H. Krause, heretofore special 
agent in Ohio, is to be State agent of Missouri, 
supervising the Eastern half of the State, in- 
cluding the city of St. Louis, his headquarters. 


hitherto Missouri 


agent, Missouri 
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Eugene C. Beimer, former State agent of 
Iowa and Nebraska, will confine his activities 
to Iowa with the object of cultivating the field 
more intensively, removing his headquarters to 
Des Moines. C. B. Burr, State agent in Kan- 
sas, is to retain Central and Western Kansas 
and in addition will have charge of the entire 
State of Nebraska, with headquarters at 
Topeka. Ellis P. Dorsey of Columbus and 
Leroy Keagle of Cleveland have been made 
special agents in Ohio, assisting H. C. Weigley, 
State agent. 

Scholarship Committee Luncheon.—The 
fire insurance scholarship committee will give 
a luncheon September 6 at the Union League 
Club to the men who were awarded scholar- 
ships in the 1924 fire protection engineering 
course at the Armour Institute of Technology. 
The school opens the following Monday with 
a class of over 100, a big majority being 
scholarship men. 


LOS ANGELES ITEMS 
Non-Board Bureau Meeting.—The Cali- 


fornia Underwriters Bureau, the non-board 
rating organization, held its annual meeting 
during the week and considerable friction 


developed, charges of rate cutting being made 
and differences arising between the Northern 
and Southern sections of the governing board. 
The meeting was not completed, but was ad- 
journed to San Francisco during the coming 
week, where the differences will be threashed 
out and officers elected. 


BOSTON AND VICINITY 


Leading Boston Agencies.—The tabulation 
of the Boston premium returns for the first 
six months of 1924 shows the ten leading agen- 
cies on Boston metropolitan business to be as 
follows, ranking in the order named: John 
C. Paige & Co.; Gilmour, Rothery & Co.; Field 
& Cowles; R. A. Boit & Co.; Dewick & Fland- 
ers; Kaler Carney, Liffler & Co.: Hinckley & 
Woods; R. S. Hoffman & Co.; Cyrus Brewer 
& Co., and OBrion Russel Co. The “big ten” 
remains the same as it was for a correspond- 
ing period of 1923, with the exception of Cyrus 
Brewer & Co. taking the place of Russell & 
Fairfield, who showed th eeleventh highest pre- 

.mium returns for the period. 
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NY IN SUPPORT OF GOOD PRACTICES 
AN : ; 
yoy At the Annual Meeting of the John Hancock Mutual Life Insurance Company 
ee) held in Boston in February, it was announced that a new application blank would 
iY be issued, which would be a complete revision of existing forms. 
LN . ° . . . . . 
i, In particular it was announced that this application would contain the following 
Nye inquiry in regard to other insurance: 
IK “Is this insurance intended to replace other insurance now in force 
eg in this or any other company?”’’ 
ey : The John Hancock Mutual has definitely taken 
NS its stand on many occasions against the twisting 
4 of business, and in asking for information regard- “Gj Lid 
an) ing displacement of existing insurance in the ap- 2 5 
y i plication for new insurance, we are but aiding joo. 
AY) the enforcement of a principle which we have Lire INSURANCE COMPANY 
(i) OF BOSTON, MASSACHUSETTS 
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Head Office: 709 Sixth Avenue, New York 
Losses paid since organization over 56 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


Large Lumber Fire.—A fire of unknown 
origin in the lumber plant of John M. Woods 
& Co. caused damage estimated at $175,000. 
estimated. at 75 per 
cent, is as follows: Glens Falls, $24,500; Sun, 
$21,000; Caledonian, $20,500; Urbaine, $14,300; 
Chicago, $11,000; Concordia, Northern, Eng., 
Hartford and the Lumber Mutual of Boston, 
$10,000 each; North River and Fidelity-Phenix, 
$7500 each; Great American, $6500; United 
States, Citizens, American Alliance, American, 
N. J., Providence Washington, Scottish Union 
and National and A@tna, $5000 each; Niagara, 
$4930: Camden, $4500; Insurance Company of 
North American and Queen, $4000 each; New 
Hampshire, Western and Eagle Star and Brit- 
ish Dominions, $3500 each; Security, $3000; 


Insurance involved, loss 


Phoenix, Conn., $2700; Home Underwriters, 
Pennsylvania, Phenix, Paris ané Niagara De- 
troit, Fire and 


Marine ‘Total, 


each: lassachusetts 


Century, 


$2500 


and $2000 each. 


pt ~ 
235,000. 


PHILADELPHIA NOTES 

Death of E. A. Corbin.—F. A. Corbin. 
one of the pioneers in boiler risk insurance, 
died August 17 at his home in the St. James 
Hotel, Philadelphia. For over fifty years he 
was head of the widely known insurance firm 
of Corbin & Goodrich, agent of the Hartford 
Steam Boiler and Inspection Company, in this 
territory. He Connecticut but 
passed the greater part of his life in Philadel- 


was born in 


phia. He was eighty years of age. 
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oncordance to the Marine Insurance 
Act 


A book entitled A Concordance to the M2. 


rine Insurance Act (1906), 
by R. Landers Boon, adjuster of claims for the 
Insurance Association at 


American Foreign 


London, and published by H. F. and G. Wither. 
by. Mr. Boon had observed the difficulty of 
locating any particular provision in the Marine 
Insurance Act of 1906, and had developed an 
index for his own convenience, which he su)- 
sequently elaborated to meet the needs of others, 
this having now been published under the above 
title. The Concordance is more than a mere 
index, for it summarizes the provisions of the 
act, as well as giving the sections and Subsec- 
tions of the act where each individual subject 
The subjects are arranged alpha- 
hetically, the first topic being “Abandonment.” 
Under this topic are given twelve paragraphs, 
each one describing some particular phase of 


is dealt with. 


the general subject. For example, in relation 
to Notice of Abandonment, one paragraph reads 
as follows: “The acceptance of an abandon 
ment may be either express or implied from the 
conduct of the insurer. The mere silence of 
the insurer after notice is not an acceptance.’ 
The first seventy-six pages of the book are 
devoted to the listing of topics, with explanatory 
paragraphs and references; and these are fol- 
lowed by the Marine Insurance act (1906). 

This book of one hundred and _ twenty-one 
pages is for sale by The Spectator Company at 
$1 per copy. 
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Organized 1859 


NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Western Dept., 207 North Michigan Blvd., Chicago 
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Fire Automobile 
Tornado Windstorm 
Rent and Rental Values 









Explosion and Riot 
Use and Occupancy 
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LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 
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MAN IN HIS HOME TOWN._ THINK IT OVER! 
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FRANK H. ELLIS RESIGNS 





Place As Head of Indiana Mutual 
Taken by F. W. de Coningh 


COMMISSIONERS HOLD CONFERENCE 


Affairs of Associated Employers Reciprocal 

Becoming Increasingly Complicated 
Cucaco, Int., August 26.—Disappointment 
over the lack of progress being made in the 
investigation of the Associated Employers 
Reciprocal, now in process of liquidation, has 
caused another conference of commissioners 
of departments participating in the convention 
examination of that reciprocal. The depart- 
ment officials under the leadership of Clifford 
Ireland, director of Trade and Commerce in 
the State of Illinois, convened last week. Among 
the topics discussed were the speeding up of 
the examination and legal phases of the 
liquidation. It was also brought out that in 
addition to the large amount of premiums more 
than ninety days old in course of collection, 
amounting to some $1,000,000, another difficulty 
was now confronting Judge W. T. Irwin, who, 
as substitute attorney-in-fact, has been attempt- 
ing to wind up the affairs of the exchange. 
That problem is unpaid medical fees of doctors 
who have for some time past been giving their 
service in compensation cases. It is known 
that in Grand Rapids, Mich., there is one firm 
f physicians who hold a judgment 
against the Associated Employers Reciprocal 
for $1050 which as yet is unsatisfied and in an 


alone 


effort to collect sought to attach the premiums 
of the reciprocal in that State. 

Probably the most significant development in 
this regard is the resignation of Frank H. Ellis, 
president of Sherman & Ellis, as president of 
the Indiana Mutual Casualty, his place being 
taken by Frederick W. de Coningh, who has 
been president of the advisory board of the 
Associated Reciprocal. Mr. de 
Coningh has been a manufacturer and has had 
litle experience in the insurance business. The 
retirement of Mr. Ellis as head of the Indiana 
Mutual is important because of the present 
plight of the Associated Employers Reciprocal. 
The rewriting of the business of the reciprocal 
in the Indiana Mutual was generally regarded 
as being interfered with because of the pres- 
ence of Mr. Ellis at the helm of the Indiana 
Mutual. At that, little progress is being made. 
As part of the plan of rewriting, the Indiana 
Mutual has been and is at present admitted in 
the following States: Kentucky, Indiana, IIli- 
nots, Kansas, Ohio and Tennessee. From the 
State of Idaho the Associated Employers has 
been expelled where it had $25,000 on deposit, 
this being deemed insufficient by insurance de- 
partment officials of that State in view of the 
Present condition of the exchange, and sub- 
scribers at the Associated Employers have been 
advised to obtain insurance elsewhere. For 
this reason licensing of the Indiana Mutual in 
Idaho is regarded as doubtful. The Oklahoma 
department has refused to license the mutual 
until it has met with certain specified require- 
ments, In the States of Tennessee, Indiana and 


Employers 


Mid-American Mutual 
Casualty has had a heavy amount of compen- 
sation risks, the Indiana Mutual has reinsured 
Assumption of the additional liability 
is viewed with surprise. 


Kentucky where the 


these. 


WILL INSURE TITLES IN IOWA 
Southern Surety Adopts Plan as Fulfilling 
a Definite Need in That State 
Des Morngs, IJa., Aug. 25—The Southern 
Surety Company, of Des Moines, has just es- 
tablished a title insurance department, the ob- 
ject of which is to guarantee titles to real 
estate in Iowa. The company has given much 
careful attention to this new feature and came 
to the conclusion that here is an opportunity 
for service to the people of Iowa that will be 
greatly appreciated. For several years there 
has been an effort made to secure the passage 
of a law providing the Torrens system of 
land titles, and, while such a law was never 
passed, the discussion of the principles in- 
volved indicated a need for some plan to sim- 
plify real estate transfers. The Southern 
Surety Company, believing that an insurance 
policy protecting titles would meet a grow- 
ing demand, conceived the idea of inaugurat- 

ing such a system. 

The new department has been placed under 
the direction of Jansen Haines, vice-president 
and director of the Southern Surety Com- 
pany; Frank C. Sabourin, assistant secretary, 
and H. C. McDaniels, examining attorney, and, 
under the authority of the State Insurance 
Department, the new order of things is in 
full operation. 


Mortgage Insurance Corporation Organized 
in California 

The Mortgage Insurance Corporation is a 
new company with $200,000 capital organized 
in Los Angeles to operate under the California 
Mortgage Insurance Act. It will specialize 
in the insurance of mortgages on small houses. 
It will issue insured first mortgage certificates 
which are, by law, legal investments for in- 
surance companies. FF. R. Woodbury, vice- 
president of the Pacific Mutual Life, and T. 
W. Hendricks of the investment department 
of the Pacific Mutual are on the board of 
directors. The new company is supervised 
by the State Insurance Department. 


American Surety Has Salaried Agency in 
Richmond 


Because of the death of Mr. Morton of the 
Morton-Powers Agency, formerly agent of 
the American Surety Company of New York, 
at Richmond, Virginia, the company estab- 
lished a salaried agency at that point, effective 
August 25, 1924. The agency will be in 
charge of James M. Brady, with offices at 
709-710 Virginia Railway and Power build- 


ing. This agency will be under the super- 
vision of the American Surety Company’s 


branch office at Washington, D. C. 


1 


on 


WILL RECLASSIFY MAINTENANCE 
BOND RATES 
Objective of Texas Commissioner Is for a 
Reduction 

Austin, Texas, Aug. 25.—Reclassification 
of the insurance rate by surety and indemnity 
companies on street paving maintenance bonds 
will be made by John M. Scott, Texas Com- 
missioner of Insurance, with a view of a 
probable reduction in the present rate, and 
after the commissioner has gathered experi- 
ence and data on the proposition. 

This action was decided upon by Commis- 
sioner Scott following a hearing held this 
week on a vigouous pretest made by paying 
contractors at the recent increase in the rates 
on construction and maintenance bonds. The 
paving contractors claimed that they were not 
given an opportunity to be heard when the 
commissioner last March fixed the rate on 
street paving maintenance bonds at an in- 
crease from $7.50 to $20 a $1000 for a period 
of five years and the rate on construction 
bonds was increased from $5 to $10 a $1000. 

As a resuit of the State highway depari- 
ment taking over the construction and main- 
tenance of all State designated highways in 
Texas, there will be comparatively little pri- 
vate road building, so the contractors offered 
no objection to the increase in highway con- 
struction bonds. 

Commissioner Scott stated that if the ex- 
perience gathered on the subject of street 
paving maintenance bonds would justify it, he 
will likely make a reduction to $10 a $1000 
on street paving maintenance bonds. 


Editors Against Compensation Monopoly 

St. Louis, Mo., August 25.—The Southeast 
Missouri Press Association has urged the de- 
feat of the proposed compensation act for 
Missouri that will be voted on by the citizens 
of the State at the general elections next 
November. The measure has the backing of 
organized labor and provides for exclusive 
State insurance. 

The editors, in announcing their opposition 
to the bill, described it as “a very palpable 
menace to the welfare of industry, to em- 
ployers of labor, both large and small, which 
may result in many industries leaving the 
State.” Defeat of the measure was strongly 
urged, and members have pledged themselves 
to give support to the campaign against the 
bill in their editorial columns. 





Los Angeles Insurance Exchange Opened 
Los ANGELEs, Catir., August 25.—Los 
Angeles’ new insurance exchange building was 
opened recently and many of the larger 
offices held receptions for their agent and 
broker friends. Of the 350 offices in the build- 
ing 80 per cent are occupied or leased and will 
be occupied in a few days. The new building 
is a height limit, reinforced concrete structure, 
its twelve stories rising 150 feet from the pave- 
ment. It is finished in terra cotta brick and 
marble outside and walnut and marble in the 
interior. Its cost was $1,000,000. No leases 
are to be made to any but insurance firms. 
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HEALTH AND ACCIDENT PROGRAM 
Three-Day Sessions Include Discussion of 
Publicity Needs 

The program for the annual mecting of the 
Health and Accident Underwriters Conference, 
which will be held in Chicago, at the Edgewater 
Beach Hotel, September 8, 9 and 10, includes a 
lengthy discussion of the need of educating the 
public as to the real purposes of health and 
accident, and also other kinds of insurance. 

The entertainment features of the meeting 
will include a golf tournament on the afternoon 
of September 8 for the men and an automobile 
ride for the ladies. Putting contests have been 
arranged Tuesday afternoon and the conference 
dinner will be held that evening in the ball- 
room of the hotel. 

The program in detail follows: 


First Session, 9.00 A. M. 
Ballroom, Main Floor, South Wing 
Call to order.—F. C. Budlong, presiding. 
Address of welcome.—Hon. Wm. E. Dever, mayor 
of Chicago. 


Response.—A. E. Forrest. 
President’s address.—E. C. Budlong. 
Report of executive committee.—C. U. Pauley. 


Report of treasurer.C. H. Brackett. 
Report of grievance committee.—C. W. Ray. 
Report of membership committee.—H. G. Royer. 
Report of manual committee.—Jchn Patterson. 
Report of statistical committee.—L. D. Cavanaugh. 
Report of educational committee—W. G. Alpaugh. 
Report of statistical bureauu—H. R. Gordon. 
Report of credentials committee.—F. J. Tharinger. 
Report of auditing committee.—A. R. Arford. 
“Legislation and Publicity.’—George Brown, mem- 
ber Michigan Legislature; chairman publicity commit- 
tee, Michigan Association of Insurance Agents. 
Report of entertainment committee.—W. T. Grant. 


8.00 p. m.—Executive committee meeting. 


SECOND SESSION 
“Tnsurance Taxation.”—James L. Madden, manager, 
insurance department, United States Chamber of Com- 


merce. 
“A Dual Obligation.’”—T. W. TLeQuatte, manager 
sales and service, the Potts-Turnbull Co.; former o - 


cial, Associated Advertising Clubs of the World. 
Round table conferences: 

I.—‘“Is Active Co-operation of Insurance Organiza- 
tions to Change Public Impressions a 
Necessity??? W. W. Dz 
bility Company, presiding. 

(a) “Do Insurance Companies Take Ad- 
vantage of the Public in Propa- 


rk, American Lia- 


ganda Offered as a Pasis for the 
Sale of Insurance?” iL. 
Ramsey, Business Mens Assur- 


ance Company. 


(b) “Many Attorneys Follow the Ethics 
of Their Profession Except When 
It Comes to Insurance Claims. 
Why?” A. W. Pettit, claim ad- 
justor, Federal Life Insurance 
Company. 

(c) “Do Insurance Agents Need In- 
structions from Home Offices to 
Intelligently Compete for Business 
in Such Manner as to Command 
Respect for the Business of In- 
surance?” D. H. Nelson, Massa- 
chusetts Bonding and Insurance 
Company. 

(d) “Can Companies Educate Physicians 
to a Belief That Insurance Com- 
panies Are the Greatest Boon to 
the Medical Profession?” Ben 
Haughton, International Ttavelers 
Association. 

TI.—‘‘Sub-standard risks.’ 
Turrpd SESSION 

Wednesday, September 10, 1924, 9.00 A, M. 

3allroom, Main Floor, South Wing 

“Getting Business and Keeping Business Through 
Claim Service.”,—Ross Ream, claim adjustor, Kansas 
City, Mo. 

“Present-Day Underwriting Practices.”—F. M. 
Feffer, vice-president, Mutual Life of Illinois. 

“Factors in Underwriting Health Insurance.”—J. J. 
Crowley, vice-president, Missouri State Life Insurance 
Company. 

Round table conferences: 

I.—‘“How Can the Termination of Policies at 
Ages 60-70 Be Handled to the Best Ad- 
vantage?”” Mell W. Hobart, Ministers 
Casualty Union, presiding. 

II.—“‘The Growth and Development of Elimina- 
tion Periods.” 

Report of special committees. 

Deferred business. 

New business. 

Report of nominating committee and election of 
officers. 

Date and place of next meeting. 

Adjournment. 

Inter-State Holds Annual Convention 

Des Mortnes, Iowa, August 25.—The annual 
convention of the Inter-State Business Mens 
Accident Association of Des Moines, Iowa, was 
held at the home office on August 6, 7 and 8. 
One hundred and twenty-five representatives 
of the Inter-State attended the sessions, which 
were conducted at “Pecky Top,” the home of 
Mr. and Mrs. Ernest W. Brown, on the roof 
of the Brown Hotel. The representatives in 
attendance were from the thirty-two States in 
which the Inter-State is licensed to operate. 

The business sessions of the convention be- 
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gan at 9.30 a. m. and adjourned at 1,99 Dm 
Addresses of great importance and interes 
were given by members of the agency fone 
and by department heads of the home office. 
H. L. Fogelman, sales director, Thos. Cusack 
Co., Chicago, Ill., delivered the feature address 
of the convention entitled “The Master Sales. 
man.” To have obtained a better speaker thay 
Mr. Fogelman would have been impossible, ay 
the spirit in which his words were accepted }; 
the representatives of the Inter-State ya 
shown by the intense interest with which they 
listened and also by the rousing vote of th 
which they extended Mr. Fogelman. 
Mr. Clifford De Puy, publisher of sever 
insurance and banking journals, addressed the 
convention and most thoroughly covered his 


““ 


subject “Business and Business Conditions” 
The balance of the program was as follows 
“Welcome to the Home Office,” Ernest WW 
Brown,  secretary-treasurer; “My  Fourteey 
Years with the Inter-State,” Fred G. Haas 
Nebraska; “The Psychology of Salesmanship,” 
J. L. Wikoff, field manager ; “Getting Business 
in the Toughest Territory in America,” Ge 
W. Bartlett, South Dakota; “Following Up 
Prospect Letters,” Jack Jervis, manager pros. 
pect department; “Putting Security Into Your 
Contract,” Arnold Westburg, field manager: 
“Adam’s Apple,” Fletcher A. Russel, manager 
production department; “Ten Calls a Day,” H. 
I). Benner, Iowa manager, Addressograph Con- 
pany; “Claims and Their Relation to the 
Agency Force,” Geo. W. Young, Jr., manager 
claims department; “What I Think About It,” 
I1. C. Semple, field manager. 

Other items of interest were responses to the 
question “If New Acquaintances Make New 
Prospects, What Is Your Best Way of Inter- 
esting a Stranger?” by members of the agency 
force; a five-minute discussion on “Following 
Up Prospect Letters,’ by members of the 
agency force; a prize contest on the best inter- 
State sales talk; a round-table discussion oi 
subjects of interest. 


Mutual Casualty Examination 

The examination report on the Mutual Cas 
ualty of Chicago, published by the Illinois In- 
surance Department, showed the company in 
excellent condition and commented favorably 
on its progress during the first year in opera 
tion. The Mutual Casualty writes only health 
and accident insurance, both participating ani 
non-participating, and confines its operation to 
farmers and small town residents. It retaits 
only $1000 on each risk, though the policies ate 
written for $4000 on farmers and $7000 on tes 
dents of small towns. The examination te 
port states that the company has written a tt 
markable volume of business in the short tit 
of operation and that the affairs of the com 
pany were economically and systematicall’ 
managed. 


—The American Surety of New York has announced 
a successor to the late W. E. Morton, general 2g 
for many years at Richmond, Va., in the person “ 
W. E. Brady. Mr. Brady was formerly deputy cler 
of the United States District Court at Richmond. 
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WILL INCREASE CAPITAL 
Immediate Issue of $500,000 Advised by 
Directors of Newark Company 
An increase of $500,000 in capital and an 
equal amount of surplus is contemplated by 
the Commercial Casualty Company of Newark, 
N, J. The board of directors has decided to 
recommend to the stockholders an authorization 
of a capital of $2,500,000, this representing an 
increase over the present capital ($100,000) of 
$1,500,000. They propose the immediate issue 
of 100,000 shares at twice par, which is $10 
per share. The stockholders will hold a meet- 
ing September 17, and it is confidently ex- 
pected that they will vote in favor of the 

proposition. 

Each stockholder will be given the right to 
subscribe for one half his present holdings. 
As the stock of the company is quoted in 
the market at over $42 per share, these might 
be very profitable to the stockholders, even 
though they do not care to participate in the 
subscription. The plan calls for final payment 
by December I. 

“The remainder of the authorized stock will 
be issued from time to time as occasion de- 
mands. The business of the company is grow- 
ing rapidly, creating a demand for 
new funds in order to provide reserves on new 
business. The net premium income for the 
frst six months of 1924 was $4,613,000, this 
being an increase of over $1,000,000 over the 


constant 


same period in 1923. 

EXAMINATION OF GLOBE INDEMNITY 
New York Department Finds Company 
Well Managed 
The regular triennial examination of the 
Globe Indemnity Company, Newark, N. J., has 
been completed by the New York Insurance 
Department. The report shows the company 
to be in excellent condition, with a surplus of 
$1,793,455 over and above the capital. The 
statement of the Globe as of December 31, 1923, 
the date of the examination, showed a surplus 
of $3,500,000 over the capital, so that the ex- 
increased the 
ver $1,290,000. 


company’s figures by 


Some extracts from the re- 
ort follow: 


Claims are promptly paid after due investiga- 
tion and determination of proper liability. No 
evidence was found of undue resort to technical 
lienses and litigation has been avoided 
vherever possible. 

This report shows the company to be in a 
sound financial condition, with admitted assets 
1 $21,550,090.89 and a surplus of $4,703,455.38 
ver all which with its capital of 
1,500,000, provides a surplus to policyholders 
mounting to $6,293,455.38. 

since the last examination, the new pre- 
mums written have increased from $10,638,- 
47.96 for the year 1920 to $15,103,143.25 for 
ihe year 1923; the total admitted assets have 
mereased from $13,096,308.81 to $21.%50.000.80 : 
the liabilities have 0,¢ 


Hani1ities, 






Sin 


rag 4 ve increased from $10,666,808.22 
S ape 535.51; capital funds have been in- 
““ased Irom $750,000 to $1,500,000, and the 


surplus has 
4:793,455.38. 
Peay Be ete in exhibits heretofore set forth, 
nck ee. Seas proven profitable, the net 
“s crefrom for the past three years being 
704,024.46. During that period the invest- 


increased from $1,679,500.59 to 


42 


} Ment gain amounted to $2,057,430.33. 
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INTERSTATE CASUALTY RECEIVER- 
SHIP 
Affairs Tangled With American General 
Indemnity—Business Being Reinsured 
St. Louis, Mo., Aug. 26—The Missouri In- 
surance Department, on orders from Superin- 
tendent Ben C. Hyde, has instituted an in- 
vestigation to ascertain the present status of 
the affairs of the American General In- 
demnity Company and to determine the equity 
of the Interstate Casualty Company, now in 
the hands of both Federal and Alabama State 
receivers, in a $200,000 security deposit placed 
with the Missouri Department by the former 
company to protect its policyholders. 
Superintendent Hyde has indicated that he 
will not take final action regarding this de- 
posit until some court of competent jurisdic- 
tion has issued an order relieving the Mis- 
sourt Department of further responsibility. 
Despite the handicap of the 
the Interstate’s status caused by the filing of 
a separate and distinct receivership suit by the 
\ttorney General of Alabama on behalf of 
Frank N. Julian, Alabama Insurance Com- 
missioner, Federal Receiver Revelle made con- 
siderable efforts to advan- 
tageously reinsure the outstanding business of 


confusion in 


progress in his 


the company during the first week he was in 
charge of the company’s affairs in St. Louis. 
A contract was entered the In- 
demnity Company of America, whereby that 
company took over all of the Kentucky auto- 
mobile risks for $27,000, or on the basis of 
seventy per cent of the unearned premiums o 
these The Indemnity Company o 
America also agreed to take over other busi- 
ness of the Interstate Casualty in Illinois, and 
plans to insure the Missouri 
mainder of the Illinois policies and the Michi- 
gan business, and possibly the Texas, Iowa 


into with 


eh =n 


policies. 


risks, the re- 


and Tennessee risks. 

The Ohio Casualty Company of 
Ohio, also purchased the Memphis business of 
the Interstate, on the basis of seventy per cent 
However, this was 


Cincinnati, 


of the unearned premiums. 
but a small part of the outstanding business, 
the reserve under the Memphis policies totaling 
The Interstate receiver 
paid $2100 for this reinsurance and collected 
$3100 in agency balances on this business, and 
in addition saved the reserve, or a net saving 
for the creditors and stockholders of the com- 


approximately $3000. 


pany of $4100. 
To date Receiver Revelle has heen able to 
reinsure all of the policies placed without dig- 


into the available cash of the 


ging 


by collecting enough from outstanding agency 


company 


balances on the business to pay the reinsur- 
ance premiums on the basis of seventy per cent 
of the Through 


process in his 


unearned premiums. this 


first week of work he 


from $50,000 to $60,000 on 


saved 
agency balances 
and approximately $24,000 on the liability re- 
serves, or a total of $74,000 to $84,000. 








—Louis I. Dublin, 
Insurance Company, has recently issued two interest- 
ing papers, entitled, Changes 
Mortality,” and Life 
, 


statistician, Metropolitan Life 


respectively, ‘Recent 
in Negro “Some Problems in 
Extension.’ 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 





Statement as of 
December 31, 1923 


(Condensed from Statenient of 
U. S. Treas. Dept.) 
Admitted Assets...... $6,595,010 
CONE 6 dcaswdcsanies 1,000,000 
Tes 5s Sosa wins 608,817 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary andAutomobile Insurance 
Credit Insurance 





Let the Southern Serve You 
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A JOHN WANAMAKER TEXT 
Original Manuscript of Editorial on Life 
Insurance Is Presented to T. Louis 
Hansen 
One of the interesting surprises at the Guar- 
dian Life Insurance Company’s agency conven- 
tion held recently in Yellowstone Park was 
the presentation of the original manuscript of 
John Wanamaker's editorial on life insurance 

to Vice-President T. Louis Hansen. 

This highly-prized document was presented 
to Mr. Hansen on behalf of the men of the 
company, as a token of their grateful apprecia- 
tion and regard for his considerate leadership 
of the field force. Manager FE. J. Berlet of the 
Philadelphia agency procured Mr. Wanamaker’s 
original manuscript. A hand-embossed memo- 
rial in a beautiful mahogany frame surrounds 
the manuscript and is suitably inscribed. It was 
a life-long habit of America’s ‘Merchant 
Prince” to slit open canceled envelopes and 
use the back of them for writing some of the 
famous John Wanamaker editorials. These 
editorials express the ideas and beliefs gleaned 
from a lifetime of experience and contact with 
human nature. 

This manuscript, the picture of which is 
shown on this page, was written in pencil on 
the back of an envelope that Mr. Wanamaker 
had received in his morning’s mail postmarked 
February 5, 1921. Mr. Wanamaker was over 
eighty years old when he made this observa- 
tion on life insurance, which is as follows: 

It is almost a crime to bring up a family in 
affluence for its master or chief to not arrange 
is affairs that they shall not be exposed to 
I ff that they shall not | I 1 t 
sudden or severe poverty in case of death, 
when by forethought and the help of substan- 
tial insurance companies he can put something 
aside out of his earnings for the mother and 
each child without being dishonest with his 
creditors. 

In many instances known to the writer, the 
wife has been the best partner the man had 
and helped him materially in making his busi- 
ness a success. 

John Wanamaker not only advised others to 
protect themselves with life insurance but he 
himself indicated how strongly he felt on this 
subject by carrying policies aggregating $4,- 
500,000, 


ANNOUNCES REINSURANCE PARTICI- 
PATION PLAN 
Metropolitan Life Will Divide Gains of 

Reinsurance Division on Plan Similar 

to One Used in Group Division 

Announcement has recently been made by the 
Metropolitan Life Insurance Company, New 
York, to the various companies which hold its 
automatic reinsurance agreements, that it has 
under way a plan by which such companies, 
beginning with the business of 1924, will par- 
ticipate in the profits resulting from the opera- 
tion of its reinsurance division, in the same 
manner in principle as holders of its group in- 
surance policies participate in the profits re- 
sulting from the operation of its group divi- 
sion. 

An automatic reinsurance agreement is some- 
what the same as a group policy—under a 
group policy, the employer has to insure his 
employees in the company granting the group 





to utilize them for note-paper 


marked February Sth, i921. 


EDITORIAL ON LIFE INSURANCE 


-—— personally written by ——~ 


JOHN WANAMAKER 


It was a lifetime habit of Mr. Wanamakers to slit open used envelopes 
This manuscript was written in pencil on 
the back of an envelope that he had received in his mornings mail post - 
Mir. Wanamake.: was over 80 years of age when- 
he made this observation on Life Insurance. 
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T: LOUIS HANSEN, Vice-President 
of the 
GUARDIAN LIFE INSURANCE CO. OF AMERICA 
; a August 1924, in Yellowstone Park in Grateful Appreciation 
of His Considerate Leadership of the Field Force who are indebted to— 
E.J. BERLET. Manager of the ‘Philadelphia Agency 
for Mr. Wanamakers Original Manuscript 








policy, and under an automatic reinsurance 
agreement, the insuring company has to rein- 
sure its excess business in the company grant- 
ing the automatic reinsurance agreement. 

This action on the part of the Metropolitan 
is entirely voluntary and in line with its well- 
known policy of paying over to the holders of 
its contracts any profits which may arise after 
setting up the necessary reserve and surplus 
to provide for contingencies. 

The automatic reinsurance agreements of the 
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Metropolitan are of two forms: First, coin- 
surance, under which plan the Metropolitan 
exactly duplicates the coverage of the insuring 
company, and the insuring company pays the 
Metropolitan a pro rata of the premium re- 
ceived by it, the Metropolitan paying to the 
insuring company first year and renewal com- 
missions, also dividends at the rate paid by 
the insuring company. Second, yearly renewal 
term, under which the reinsurance is reduced 
each year as the reserve increases. 
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Union Central Building 


Courtesy and Promptness 


“It is undoubtedly a pleasure to know that within two hours after 
I received your very courtec ous and frien dl y letter in connection 
with my removal to cas I was favored % 
your local represent es, who personally of 
tses of service contained in your letter,” 






a call from one of 
ed to fulfill the prom- 









This letter was made possible by < 
Direct Mail System which follows up the policyh« a regardless of change 
of address and maintains Company and Agency contact with him—and 
A Service Bureau which sends adequate soliciting information about such 





policyholders to the resident agent. 

That agents and the Home Office work in close harmony is evidenced 
by the letter above. Timely Cooperation turned a small courtesy into 
a real interview. 


For Agency relations write the Home Office. 


The Union Central Life Insurance Co. 
Cincinnati, Ohio. 
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THE 
BUSINESS BUILDER 
SERVICE 


A series of 


INFORMING WORKS OF VALUE 
TO AGENTS AND PROSPECTS 


By WILLIAM T. NASH 


Originator of Monthly Income Insurance 


Much valuable advice and instructive matter for agents, including the 
veteran and the beginner, can be found in the publications issued by The 
Spectator Company of which William T. Nash is the author. 


FOR INSTRUCTION OF THE AGENT 


MULTIPLYING YOUR INCOME, price $1.50 

This is one of the best books ever put out for the instruction of agents, 
Every beginner should master it and even the veteran will find new inspira- 
tion. In flexible binding. 

THE MONTHLY INCOME POLICY, price 50c. 

As the originator of monthly income insurance, Mr. Nash is especially well 
qualified to instruct the field workers on this subject. Large numbers of 
policies have been placed through the hints contained in this book. Bound 
in cloth. 


A GREAT FUTURE, price 25c. 
A pamphlet showing forcibly the unlimited opportunities for advance- 
ment of the solicitor in the selling of life insurance. 


METHODS THAT WIN SUCCESS, price 15c. 

Three short stories bearing on methods adopted by successsful ayents are 
brought together under the above title. The names of these stories are 
“Eggs and Life Insurance,” “Blue Chips” and “The Man Next Door.” 
Each story carries a lesson. 

THE STORY OF ED. REDLICH, price 15c. 
A true story of the opportunities in Life Insurance for the ave rage man 
told in simple but forceful style. 
CHARLIE FERRELL’S DEAD BOOK, price 10c. 
Describes the effective way in which Mr. Ferrell uses uncompleted appli- 
cations to get prompt action on the part of prospects, 


FOR THE PROSPECT AND POLICYHOLDER 


BIG BUSINESS: AND LIBRE INSURANCES 2 oioécdcccieree aioe sncvereyavaaceys .10 
ME Sas AS AWW Login aca lors iols ererecs'esateisiaisie e'¥ 046 sears aipielaiso orsier Sievers 10 
COSA CO) EO Og UV CRS IS ob FRR Penn Career eine meer errr mae 25 
DOES A YOUNG MAN NEED LIFE INSURANCE?...........005 15 
FAMILIAR DANGERS LOSE THEIR TERRORS............e0. =O 
GELLING THE MOST OUT OF TOLBE 5:5 62/5 «0-00.00 arco os elms 10 
HOW MUCH LIFE INSURANCE SHOULD A FARMER CARRY? .10 
52800 2 eg ROR BROAD en re eeeion a cere kiea miter er eto reer mire srrte .10 


ONE BUSINESS MAN’S EXPERIENCE WITH LIFE INSURANCE .15 
ONE DOCT OR’S EXPERIENCE WITH ENDOWMENT INSUR- 
Ca © EP etn eT ea eo re eee . 
ONE F ARME R’S EXPERIENCE WITH LIFE INSURANCE.. 10 
ONE SALARIED MAN’S EXPERIENCE WITH LIFE INSURANCE 15 
ONE SELF-SUPPORTING WOMAN AND HER LIFE INSURANCE .15 


ONE VOUNG MAN'S BRPMBIENCE. 20.5.0 5.ccccessescsvoess 10 
PAN TMERS AND LIME INBURANEE.... «oo ies venvecedenevsives .10 
REAL REASONS FOR LIFE INSURANCE............cceceeeeees 10 
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Industrial Insurance, How and Whom It Serves 


Winnipeg Office, 


To intelligently discuss a subject or con- 
ceive facts concerning it, we lirst must con- 
sider for a moment its nature. Let us, then, 
define industrial insurance in the simplest 
terms as insurance at retail and being a par- 
ticular branch of what today is the greatest 
business in the world, i. ¢., life insurance. 

Like all other great retail businesses it is 
gigantic in its scope, and the figures applying 
to it are startling. It is commodity demanded 
by the needs of the public, fitting beautifully 
into the economic structure of society, making 
possible a service to the workers that could 
in no other manner be rendered. It differs 
from what we term ordinary insurance (which 
is built in units of Stooo, with the premiums 
computed thereon and payable annually, semi- 
annually or quarterly) by starting with a fixed 
weekly premium, the amount of insurance 
varying directly with the premium. In_ this 
manner it permits the smallest wage-earner to 
practice regular thrift to the extent of his abil 
ity, meanwhile creating a degree of indepen- 
dence and self-respect and removing farther 
from him the possible need of charity, so loath- 
ful to all. 

Historically, 
outgrowth of 


as it is now practiced, it is the 
the clumsy, unscientific efforts 
of the people to insure themselves by small 
clubs and fraternal societies in England. None 
of these were large, and so the system did 
not for a while attract attention, but it was 
extravagant, unsafe, unfair and full of abuses. 
Before its scientific conception, England was 


overrun by small friendly societies. 


Many of 
them issued no policies, the sign of member- 
ship being a card containing only the name of 
the society and of the supposed insured, with 
fifty-two small blanks to be crossed off for 

From an address before the Life Underwriters As 
sociation of Canada, August 22, 1924. 


By E. J. TRraveter, 


weekly payments: the management was in the 


hands of the collectors; the meetings were 
characterized mainly by the amount of beer 
method of 


consumed; the compensation to 


collectors encouraged the forcing of lapses; 
the amounts paid were small and collecting un- 
certain. The abuses were so numerous ané. 
Hagrant that they became the subject of par- 
liamentary investigation and reform. Two 
significant facts appear in this history; one, 
that there was a popular demand for small in- 
surance so that the people undertook to supply 
for themselves what they had neither the abil- 
ity nor knowledge to supply; and, that cut of 
this condition of affairs grew the Prudential 
\ssurance Company of London, the pioneer in- 
dustrial insurance company and one of the 
largest insurance companies in the world to- 
day, having in force policies numbering more 
than one-third the population of England, 
Scotland and Wales, having an office in every 
city, town, village and hamlet of these coun- 
tries, and with business still showing a mar- 
velous growth each year; the other, that with 
great freedom for the formation and main- 
tenance of friendly societies by the laws of 
England, the English Prudential is many times 
ereater than all of them put together, though 
the same statutes govern them and it, so far 
as the two systems admit. No other conclu- 
sions from these patent facts seem to us pos- 
sible than these: that industrial insurance in 
england grew out of, and did not create, popu- 
lar demand and necessity, and that it has fairly 
kept abreast of this demand and met neces- 
sities of the people. 

In this country the enormously greater ter 
ritorial extent, the smaller comparative popu- 
provincial lines, and 
different legislative bodies formerly made the 


lation, the existence of 


problem a different and more difficult one for 
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Metropolitan Life Insurance Company. 


the industrial companies; otherwise, similar 


conditions existed. The country—i. e., the two 
great English-speaking nations of the Amer- 
ican continent—was overrun with cooperative 
assessment and fraternal societies, though at 
this period their number is small in compari- 
son. When a certain large company opened its 


first office in what is now one of the most 


prosperous American cities, Pittsburgh, Pa., 


there were about 150 “graveyard” local con- 
cerns which secon faded away as the company 
progressed. No one, without having made in- 
quiry, had any conception of the number and 
which were 
practicing fraternal There was 
little or no supervision of them, but finally the 
lack of scientific method, the mismanagement 
and dishonesty of the system, came to the sur- 


extent of irresponsible societies 


insurance. 


face, until now the offices’ of Commissioners 
of Insurance in most of the States contain a 
large necrology of the deceased “Fraternal and 
Endowment” societies which have died from 
the shock of official probings. In general, 
they were innumerable, short-lived, collected all 
what they were 
forced to pay, underwent, during their brief 


they could, paid out only 
existence, a constant struggle for. life, and 
finally left a small, sad membership to mourn 
their loss. 

Industrial insurance is an effort to provide 
safe, small insurance on scientific principles 
for the great mass of the people. Its broad, 
underlying principles are easy to understand, 
but the application of them to existing condi- 
tions involves difficulties and intricate details 
which require the resources of great com- 
panies, involves also tremendously hard work 
on the part of able men who are putting all 
their strength and mind and body into the 
problems continually arising and into the con- 
scientious work of improvement and endeavor 








to reach perfection, or as near it as is hu- 


manely possible. 

Weekly paymerits of premiums instead of 
qaurterly or semi-annually are a necessity. It 
is lamentably so; no part of the business so 
greatly increases the expense, but it is none 
the less a necessity and must be met as such. 
The system is a success; is meeting the de- 
mand, and is partly justified for three reasons. 
The reasons are grounded in human nature— 
here is broad fact and we are dealing with 
facts. Men feei the need of fire insurance 
and life insurance—they will have both, but 
when we come to the individual man we find 
that he will seek fire insurance and run to 
get a policy: to take life insurance he must 
be sought out and the policy must come to 
him. Why it is we do not know. We only 
know it is so, and we meet facts as they are. 
Men will send their premiums to town fire 
companies, but will wait for the collector to 
call for their life insurance premiums. When 
you call for a monthly premium you will not 
get it—it is either too small or too large— 
the industrial policyholder will pay weekly; 
the well-to-do will pay yearly or bi-yearly, 
and even these will usually wait until they 
are asked to do so by notice. From these 
substantiated facts the natural sequence is that 
industrial insurance does serve in countless 
ways. It brings to the doors of the workers a 
service they have demanded; it creates a fund 
on which the less fortunate bases his self- 
respect; it lessens the sorrow and _ sufferings 
following the greatest of all misfortunes—-the 
leave-taking of a loved one in death. It pro- 
vides funds for the immediate necessities de- 
manded by the circumstances of bereavenient 
and adds to the peace of mind of widows and 
orphans during those excruciating days of un- 
certainty following the passing of a bread- 
winner. It goes farther and its influence is 
felt in the absence of higher taxes which un- 
questionably would exist were not this method 
provided for the great wage-earning com- 
munity. The scope of its service then embraces 
the individual self-respect is 
maintained by its existence; his wife, who 
often knows no independence outside of its 


worker whose 


protection; his children, whose very existence 
so often depends on it, temporarily at least; 
his fellow-worker, whose pride of independence 
is encouraged by it and who frequently bene- 
fits by the example of his associate: his em- 
ployer, who is free from the former necessity 
of contributing and, again, by the co-worker, 
by the absence of the need to “pass the hat.” 
In the desire to render all possible service, 
industrial insurance companies no longer con- 
fine and have not for many years confined 
themselves to the mere collecting of premiums 
and prompt payment of claims; they have gone 
much further in conducting health campaigns, 
in distributing instructive health literature, and 
in one instance are supplying visiting nurses 
for the purpose of caring for and instructing 
the policyholders. The far-reaching result of 


these services will hardly ever be accurately 
known, but it is safe to say that thousands of 
lives were saved and life in general prolonged 
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by these efforts. Statistics show that insur- 
ance companies’ mortality is being reduced at 
a greater rate than the general mortality, and 
this result cannot be traced to any other 
source than the health educational campaigns 
that are brought to the very doors of the in- 
dustrial classes. 

With these facts before us, we of the in- 
dustrial field may well go forth on our mis- 
sion of thrift and betterment with the iull 
knowledge that our work is second only to a 
spiritual guide, that our message does aleviate 
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the sufferings of thousands, lifting thes 
burden in a material substantial manner; that 
in the face of all our difficulties, we are filling 
an important, respectable role in the great 
scheme of civilization; that every man, Woman 
or child on whom we place a policy is a bette 
individual because of our service; that while 
our receptions are not always the mog 
cordial and our rebuffs many, we are still fi}. 
ing a real man’s goal and ultimately we are 
blessed by those who, in their  ignoranee 


sometimes throw thorns in our pathway, 


Closing 


Closing is the most critical part of the can- 
vass, but let me impress upon you that every 
phase of your project, from the preparatory 
stage onwards, is highly important and has its 
influence upon your final effort. Whether you 
close or fail to close will depend on your effi- 
ciency, or lack of it, in the consecutive steps 
leading up to the application form. 

Now, let us assume that you are about to 
open a canvass. An interview has been af- 
forded you for the specific purpose of talking 
insurance. This interview is yours. You have 
a right to control its course, and unless you 
do so, a successful result is improbable. You 
start with a definite goal in sight and with a 
definite path leading to it. You and your pros- 
pect must travei this road together. It is 
absolutely necessary that you keep him to it. 
I do not mean to say that you should not give 
him ample opportunity to talk to the point. 
What I mean is that you must not allow him 
to make excursions into the field of subjects 
foreign to the business in hand. If he at- 
tempts to do so, it is the clearest evidence 
that your proposition is not the most interest- 
ing matter before his mind at the moment and 
it must be that if you are to secure his apjlli- 
cation. 

Nothing will help more in keeping control 
of an interview than having a clear-cut idea 
of the motive to which you are appealing, and 
consequently of the thoughts that ought to he 
running through the prospect’s mind whilst 
you are speaking. He must be induced to 
mingle his interest with yours. You and your 
prospect must forget each other and become 
thoroughly absorbed in the proposition under 
consideration. Your thought and his must run 
along the same line and in the same direction. 

Under such conditions it will not be diffi- 
cult to prompt your prospect by suggestion, 
to voice some of the arguments which you 
desire to advance. The most masterly can- 
vass is one in which the prospect is made to 
“write himself,” as the saying is, and led to 
believe that he has made his decision by the 
independent exercise of his judgment. 

You must be prepared to put teeth into your 
talk on occasion. You will not, of course, be 
rude or tactless, but do not hesitate to express 
yourself strongly when there are just grounds 
for doing so. A great deal of failure is due 
to an over-desire to please, and a correspond- 
ing fear of saying anything that may in the 
least jar on the prospect’s sensibilities. Bear 
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in mind that you and your prospect are two 
business men meeting on equal terms to dis. 
cuss a matter of importance to both of yoy, 
You have a perfect right to express yourself 
freely and strongly. Your prospect will un- 
doubtedly respect you for doing so. 

Too many agents have an idea that three 
or four interviews should be devoted to a case 
They work on the principle of securing a 
gradually cumulative effect, which is the most 
difficult method of writing insurance. When 
you have said all that is necessary about your 
proposition and given your prospect 
ample opportunity to say all that he may desire, 
there is nothing more to be done but to write 
the application. If this essential talk on both 
sides is accomplished at one interview, then 
the case should be closed without another, 
Whenever you open a canvass, do so with the 
thought in mind of getting the application at 
that sitting. 

We have likened the canvass to a_ wedge, 
with the approach at the thin end and the ap- 
plication at the butt. 

Your constant purpose throughout the inter- 
view is to drive this wedge completely home. 
In order to do so you must create in your 
prospect’s mind a favorable attitude toward 
your proposition—but this is by no means 


have 


enough. 

You may excite desire and still be far from 
the accomplishment of your object. You may 
develop desire into willingness, and even then 
you will not have reached the goal. Willing- 
ness must be capped by resolve. 


DesIrRE, WILLINGNESS AND RESOLVE 

These are the stages of mental evolution in 
a successful canvass. 

You will readily perceive the distinction be- 
tween these conditions. A man may desire to 
possess a thing which he is quite unwilling to 
purchase. Or, he may be willing to buy and 
lack the resolution to do so. 

It requires no special ability to bring a pros 
pect to the stage of desire. Carrying him 
forward to the condition of resolve is the most 
difficult phase of the life insurance ageitt's 
work. It is closing. 

This is the critical point of the canvass. It 
is the point at which efficiency, or its absence, 
is most conspicuous. The good closer com 
verts desire into resolve, when the poor closet 
is satisfied with a promise which is seldom 
fulfilled. 
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The prevailing motive creates the wiliing- 
the same medium must be employed 


ness, and 
Expert salesmen re- 


in clinching the resolve. 
serve one or more of their strongest argu- 
ments for this purpose, to be used in drawing 
the prospect across the narrow gap that lies 
between willingness and resolve. 

Closing being the climax of the canvass, it 
stands to reason that the effect of the effort 
to close will depend largely upon the degree 
of efficiency which has been exercised in the 
preceding stages of the canvass. It is much 
less difficult to map out a definite course and 
method to be employed in the earlier stages 
than it is to give precise directions for the 
closing. Without doubt, closing may be justly 
described as an art, but there is a great deal 
of knack in it, and the character of the latter 
will vary with the individual. An adept closer 
can tell you the principles on which he pro- 
ceeds, but he can never exactly describe the 
little knacks which he uses as lubricants to 
facilitate the insertion of the thick end of the 
wedge. These are applications of psychologi- 
cal laws which he employs unconsciously, or. 
at least, without clear definition of them in 
his mind. They are the outcome of experi- 
ence and observation, to which sources the 
novice must resort for the acquisition of them. 


Fear of failure is the most prolific cause of 
failure. On the other hand, the agent who 
enters upon a closing effort confident of suc- 
cess has more than half succeeded. Nothing 
will breed confidence more surely than prep- 
aration. Consciousness of efficiency and a 
thoroughly prepared canvass must inspire you 
with a strong sense of superiority in the con- 
test with your prospect. 

Only a small proportion of men are of the 
positive type. The great majority allow others 
to influence most of their decisions. Few are 
independent in thought. Seven in ten are de- 
ficient in backbone. In the ultimate analysis, 
most closes represent the submission of the 
weaker. 

In the specimen canvass which has been 
given to you, section one, the main purpose was 
used to excite desire. Section four, the com- 
paratively low cost, we employed to induce 
willingness. Then, in attempting to close by 
arousing resolye, we swung round to the main 
purpose again. And this will be the course of 
most successful canvasses. 

You noticed that we merged from one stage 
into the next without a break, or abrupt change 
of direction. This is an important matter. 
There will be divergencies in every canvass 
—in making them avoid sharp angles and adopt 
curves. The prospect’s mind conforms to the 
latter without conscious effort, but the former 
give him a mental jolt and often disturb the 
effect which you have previously made. 

When you enter upon the closing stage of 
your canvass, choose your words carefully. 
Be cautious, terse, and deliberate in your ut- 
terances. Avoid saying too much. The can- 
vass which is completed in the fewest words 
will almost invariably leave the strongest im- 


(Continued on page 26) 
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THE MAN IN THE STREET | 
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11. The Wolf at the Door 

“Where are you going?” inquired the 
Agent’s wife. 

“TI am going out,” replied the Agent, 
‘to interview the Man in the Street.” 

“What is his name?” 

“Oh, I don’t know—Brown, or Jones, 
or Robinson.” 

So the Agent went out and walked 

down State Street, and presently he met 
a man whose name he did not know, 
but whom he recognized as a regular 
attendant at the church of which he was 
a member. 
“You're the very man I’ve been look- 
ing for,” explained the Agent, “I want to submit a proposition that will 
interest you; and if you will stop in at my office for a moment—it’s in 
this Street, only a block and a half away—” 

“Tm awfully busy,” replied the other. 

‘“When do you shut up shop?” 

“T usually start for home at about five, but”— 

Drop in this afternoon for a moment on your way home—47 State Street, 
Third Floor—you’ll see my name on the door—Mortimer Strong.” 

When the Man in the Street called that afternoon at 47 State Street 
and saw the word “Insurance” on the door under Mortimer Strong’s name, 
he grew hot under the collar and turned away. Then, changing his mind, 
he went in. 


__ “T stopped by,” he exclaimed, “simply to say that I don’t want any life 
insurance.” 


“Good,” replied Strong, “Take a seat, and while you are cooling off I'll 
tell you a story.” 

“Once upon a time a man lived in a remote spot on the edge of the forest. 
He knew that there was a hungry wolf prowling about among the trees, but 
that gave him no concern, for he was there to protect his family. Even when 
he started on a long journey he went away without apprehension; for he gave 
his wife a gun and charged her to shoot the wolf if he came near the house. 

“Now, unless you have given your wife a gun, she and your children will 
be worse off when you go away than the family of that frontiersman.” 

“You are an idiot, or take me for one,” exclaimed the Man in the Street, 
“You know that I live in a big apartment house, surrounded by friendly 
neighbors, in the very heart of this city, where wolves are as scarce as hen’s 
teeth. Besides, I’m not going away.” 

“Pardon me,” said Strong, “but you are going away some day—and it 
may be soon. Look at this item in today’s paper—‘Cashier of the Merchants 
Bank run over by a motor truck last night and killed’. You may meet with 
an accident also, and when you go away there will be a wolf at the door of 
your apartment ready to pounce on your loved ones unless you leave them a 
weapon with which to destroy him; for you cannot count on your friendly 
neighors. Ravening wolves may threaten them also, or they may be absorbed 
in their own affairs, or they may be indifferent.” 

“Suppose you drop this figurative language,” exclaimed the Man in the 
Street. “If you can’t talk plainly, Ill”— . 

“Well,” said Strong, “I will. You need a gun—I mean a policy—that 
will give your wife $20,000 or $30,000 to keep the wolf from the door— 
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I mean to feed your children—when you are no longer able to provide for 


them.” 


““Well,”’ said the Man in the Street, “I'll talk to you at the beginning of 


the year, if you'll come round.” 


Agent Sharp accepted the invitation to call, but he did not wait 


until the following year. 


He called at the office of the Man in the Street 


a few days later, and said, “By the way, you knew the cashier of the Mer- 
chants Bank who was killed not long ago?” 


“Yes,” 


replied the Man in the Street, “I knew him well. 


I keep my 


account in that bank. Look, here’s my check book. I was filling out a 
check to pay my butcher’s bill when you came in.” 

“Good,” said Strong, “please draw another check to the order of my 
company—not to my order—for the amount I have inserted in this Appli- 
cation, and put your name on this dotted line, and I'll do the rest.” 

So the Man in the Street drew the check and put his name on the dotted 


line, and the agent did the rest. 








N. B.—This series of Insurance Fables for the Man in the Street has been published in book form. 
Maii 50 cents for a sample copy. Liberal discount on quantity orders. 
New York. 


Copyright, 1924, by The Spectator Company, 





Convincing the Young Man 

It is sometimes hard to convince the young 
man that he should take out life insurance a 
an early age and not delay the matter until it 
becomes more The 
cost of life insurance for young men is low, 
which means that it will cost less to start an 
estate than later on. Also he wili get 
through with his payments sooner and_ his 
policy will mature earlier. 

Life insurance will enable him to establish 


+ 


considerably expensive. 


now 


habits essential to business success. It will 
make kim save money, and he will find that 
the payment of premiums establishes thrift 


and stimulates frugality and foresight. 
Life insurance will also increase the young 
and such credit is extremely im- 





man’s credit 
portant, especially at the time when he ex- 
pects to embark on a business venture of his 
own. A banker has said about the young men 
in his community: “Some of them are as good 


as gold. If they live, we know they wiil pay 
whatever we loan them, but it gives us an 
additional sense of security and makes us 


more ready to favor them if we know they 
carry life insurance in a reliable company.” 

Life insurance gives the young man stand- 
ing and ranks him in the best class of busi- 
ness men. The fact is that by taking life in- 
surance he creates an estate of his own, culti- 
vates his sense of manhood and independence 
and has a big influence on his efforts and 
character. 

There is no better, no higher-class 
ment for the young man than life insurance, 


and it is one of absolute security. 


invest- 


These are the days when the young man 
is getting wages that his father never dreamed 
of getting, but he must be taught to lay aside 
his savings in a systematic way. His father 
had to do this, but the parents’ advice in the 
seem logical to the son. Get 
him to look ahead. Paint a mental picture. 
Impress him. Tell forceful 
what he, should he be left without money, may 


matter may not 
him in words 


from an unsympathetic world in the 
He will 


expect 
years when his steps will be slower. 


need comforts more in old age than he does 
now. 

Old-age endowments are issued at a 
just slightly higker than that of whole life 
policies, and the expense will not, therefore, 


cost 
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be felt a burden should the young man Marry. 
He will then naturally wish to save for his 
family’s future. If he dies before the periog 
of maturity is completed, the money goes t, 
them. If he lives to the period of Maturity, 
the money is his. By that time he will have 
accumulated more wisdom than he has today, 
because he will have witnessed the successes 
and failures of hundreds of men, and he will 
seek to invest wisely and securely the amouny 
paid to him. Get the young man interested in 
an endowment that will mature when he js ay 
old man.—Prudential Weekly Record, 
Issues Insurance Trusts Bulletin 
The committee on insurance trusts, of the 
American 


trust division, Bankers 


Association, has issued the first of a series of 


company 


subject of insurance 


These bulletins will contain articles on 


three bulletins on the 
trusts. 
the practical handling of this class of invest. 
ments. 

Empire Life Enters Arkansas 
Ark., August 22.—The Em- 
Insurance Company of the United 


Littte Rock, 
pire Life 
States, with home offices in Kansas City, was 
admitted to do business in Arkansas. 
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SOMETHING BRAND NEW FOR THE LIFE AGENT 





INSURANCE FABLES 
For the Man in the Street 


and 


For Life Underwriters 
By WILLIAM ALEXANDER 


Kindly humor ‘‘puts over’? many arguments which would otherwise fail; and truth, 
spoken in jest, is often more effective than serious discussion. 


In these two new books, William Alexander, the noted educational writer and secretary 
of the Equitable Life Assurance Society of the United States, has set down original and 
convincing reasons for taking out life insurance and keeping it in force. 
story is told in such a clear, instructive manner that the moral is at once apparent. 


Fables for the Man in the Street carry their messages to the prospect in a fashion he 
They are clever and vastly entertaining and, at the same time, neglect 
no opportunity for emphasizing the benefits of life insurance. 
by a route otherwise impossible, and his attention is concentrated and held in favor of the 
life insurance agent and the policies he has to offer. 
the wife and children as well as other members of the prospect's family, thus frequently 
exerting an influence in quarters which the agent himself could not approach and often 
selling the idea of life insurance while the head of the house is away. 


Fables for Life Underwriters, by inference, teach the agent what to avoid in talking 
with the prospect as well as what points to lay stress on. 
sales ammunition with which to score a hit, and are of equal value to the new agent and 
Their amusing language takes the sting out of the sound advice 


The first booklet entitled, ‘‘Fables for the Man in the Street”’, is already off press and 
the second, called ‘Fables for Life Underwriters,” will shortly be published. 
latter book is intended for the instruction of the agent. 
agent and the prospect to ‘‘laugh and learn.’’ 


PRICES 


Insurance Fables for the Man in the Street. 


Insurance Fables for Life Underwriters. 
Discount in quantities 


THE SPECTATOR COMPANY 
Publishers 


Each whimsical 


The prospect is reached 


In addition, the Fables will interest 


They also furnish pertinent 


This 
These Fables compel both the 
They should be in the hands of evervone. 


Single Copy, $.50 
Single copy, $1.00 


New York 
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Production of Industrial Insurance 


By A. R. TRAYNOR 


It is not dwell 
the past history of industrial insurance, as the 
has enjoyed bespeaks 


my intention to upon 


phenomenal growth it 
much more than 1] could hope to say. At the 
end of the year 1876 there were 5000 policies 
in force, amounting to $443,000; at the end of 
1923 there were 587,786,000 policies in torce, 
amounting to the colossal sum of $9,484,406,- 
ooo, Figures of such magnitude at once con- 
vince us of the favorable public attitude towards 
industrial insurance and the part it plays in 
the life of any community. 

We have, however, sufficient to interest us 
in the present without enlarging the past, only 
insofar as it serves to stimulate us to greater 
effort. The uppermost question in our mind 
is, not what industrial insurance is, or how it 
originated, but rather, how to produce more 
in order that the privileges it affords may be 
further extended. Occasionally we hear a man 
say that he does not believe in industrial insur- 
ance: in other words, only those who are able 
to pay large premiums would be permitted to 
enjoy the privileges of life insurance. The 
tremendous growth and popularity of the in- 
dustrial companies have, however, made this 
view ridiculous. 

Recognizing the fact that far too many people 
buy policies more or less on the word of the 
agent, and do not trouble to read their contracts, 
it is a duty to endeavor to secure as repre- 
sentatives men that are absolutely reliable and 


ble. Men that will assume the respon- 


dependa 
sibility they incur when they induce the ap- 
plicant to sign and deny himself in order to 
pay the premiums. If the new agent were 
made to realize more fully this responsibility, 
he would have implanted in his mind a clearer 
vision of the true purposes of the life insur- 
ance business, the opportunities it affords and 
his true function as a representative. 

“Life insurance from its very inception has 
been based on the principles of service, self- 
sacrifice, unselfishness and the willingness of 
individuals to unite for the common good.” 
Whether selling or serving, three essentials 
stand out as accomplishment, 
Sincerity, suggestion and knowledge 
of human nature. We have great respect for 
man, because he is “man” and should endeavor 
to become possessed of a wider knowledge of 
human nature in order to serve humanity best. 
Insurance men, as a class, render valuable ser- 


necessary to 
namely : 


Vice to society; and if the greatest good to the 
greater number be any test, then, surely, indus- 
trial men are thrice armed. 

The industrial man, with his family contracts, 
has been one of the greatest factors in educat- 
ing the general public along life insurance 
lines, to the end that the man who handles only 
ordinary will get a better reception when he 
tanvasses. The vast majority of signatures to 
applications are secured, not hy reason of the 
exhaustive knowledge of his own or other com- 


— 


Ada 1 : P ea 
Si ape vefore the Life Underwriters Association of 
nada, 


paines’ contracts, on the part of the insurance 
salesman, but by reason of his ability to under- 
stand human nature in its various phases, and 
the application of that knowledge. The human 
contacts of the industrial man are so much 
more numerous and intimate, than those of the 
ordinary man, that he has a wonderful oppor- 
tunity. Young people educated to industrial 
easily graduate to ordinary, when they become 
self-supporting. 

If we would interest men, they must become 
a part of what we hope to attain. Their opin- 
ions must be respected and their efforts appre- 
ciated and no opportunity should be over- 
looked to enlist the interest and co-operation 
It is well that the 
“I” be eliminated from the office vocabu- 
instituted. We are 
sometimes prone, I believe, to underestimate 


of all members of the staff. 
word 
lary, and the word “we” 


the value of men who enter our business hav- 
ing had previous experience dealing with human 
beings. 

It is a duty to study men carefully and 
endeavor to place them to advantage, to keep 
with, encourage, and _ instil 
greatest 


closely in touch 
Try to eliminate, to the 


which. after 


confidence. 
possible degree, “the demon fear,” 
all, is the barrier between success and failure. 
Great care should be taken not to dampen 
enthusiasm, but to direct it and in this way 
encourage initiative in the individual. 

The average man is a pretty fair fellow and 
will respond cheerfully, if talked to calmly, 
count and 


frankly but seriously. All men 
should he respected, but none permitted to 


int too much or to become too familiar. “Un- 


co 
derstandings — eliminate 


I-xperience confirms the belief that to temporize 


misunderstandings.”’ 


with men is postponing trouble. 

Men must become imbued with the impor- 
tance of our business and made to realize that 
the industrial branch is most essential and must 
sufficient importance be attached to this state- 
iment in order that we may continue to elevate 
not be treated lightly. It is imperative that 
the business and attract the better class of men. 
I maintain this is possible and can he accom- 
plished by presenting to the intelligent the 
possibilities for the future. 

When men are educated to feel that the 


icyholder will derive the greatest benetit, they 


*41 
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will then become instilled with greater confi- 


dence and stimulated to a greater effort, for just 


so surely as a man desires to improve the stand- 
ards of men he will himself be more success- 
ful. Let us endeavor to appeal to the best in 
men and to emphasize the future possibilities 
of our splendid business, which has meant to 
many a man the “land of greater promise.” If 
we encourage men to think constructive 
thought that they can do things will arouse 
them to greater activity. May I suggest that 
we endeavor to see possibilities in others, and 
appeal to them by common-sense methods? 
Men trained to conserve time and to concen- 
trate upon the thing at hand will complete and 


tn 


lal 
~ 


dispatch detail quickly but also thoroughly. 

Assistant ssuperintendents should be expected 
to assume responsibility and granted authority 
equal to the responsibility. If an agent has a 
just complaint, he will not hesitate to make 
it in the presence of the assistant superintend- 
ent. Impress upon the assistants sufficiently 
the necessity of their whole-hearted, not luke- 
warm, support to whatever is suggested along 
the lines of increasing production. If we ex- 
pect that which is worth while from men, they 
will endeavor to live up to our expectations. 
Capable assistants and close, intelligent super- 
vision will do much to reduce failures and 
develop possible men. Ineffcient and incapable 
assistants have an unwholesome effect and be- 
factor to the keen, 
ambitious man that is willing to pay the price. 


come a_ discouraging 
The assistant superintendent is not a collection 
agent or clerk and no man has a right to derive 
his livelihood from another’s energy. 

Thrift tends to strengthen men and inspire 
self-confidence, and should be encouraged. 

The success of any business depends upon 
organization. The strength of an organization 
depends upon the personality of the organizer 
and his ability to duplicate himself in other 
men. It is a duty to awaken men to the reality 
that they have their own futures to determine, 
to enthuse them with their own possibilities, to 
qualities that 
weaken and retard, and to develop within them 


eliminate from their makeup 
the positive qualities that make for advance- 
ment and progress, in order that they may be 
stimulated to greater individual effort. 

attraction” we 


draw unto ourselves men of like qualities ; there- 
f 


According to the “law of 
ore, let us endeavor to surround ourselves with 
men that desire to be successful, for in my 
humble opinion we create our own conditions 
and by the force of our own personalities we 
will get from this or any other business just 
what we desire sufficiently. 


INSURANCE AN ECONOMIC FACTOR 
President J. C. Maginnis of the Eureka 
Life Gives Results of Study 
J. C. Maginnis, president of the Eureka Life 
recently 
made an address in that city on the subject of 


Insurance Company of Baltimore, 
life insurance in its relation to the welfare 
of the nation. In his talk, Mr. Maginnis 
stressed the necessity for having life insurance 
textbooks dwell more comprehensively on the 
conservation phase of the business, and stated 
that he had carried out research work which 
proved to his satisfaction that life insurance 
took a definite place in the science of economics. 
This science, he believes, should be divided into 
production, distribution, consumption and con- 
servation instead of into only the first three. 

With regard to the place occupied by life in- 
surance in the national scheme of progress and 
wealth, Mr. Maginnis said: 

The vast field of insurance in all its 
branches, including life, marine, fire, casualty, 
fidelity, compensation, etc., classified with 
forestry and certain other branches of agri- 
culture, manufacture, mining and transporta- 
tion should be under the caption of Conserva- 
tion. 





JOHN HANCOCK NOTES 


Interest in Merit Classes Becoming 
Widespread 





FIELD PROMOTIONS 

Leaders in Production Show Some Upsets 

The membership of the recently established 
“Merit Class’ begins to look more like the 
enrollment of a college than a class. 
qualifiers who are entitled to wear a distinctive 
emblem proclaiming them to be A-1 producers 
Agents Max Teicher, New York; Walter 


Recent 


are: 
R. Wilson, Detroit; Abraham Block, New 
York; Joseph N. Berger, New York; Philip 


M. Livingston, Baltimore; Abraham Saposnik, 
New York; Samuel Schwartz, New York; 
Peter P. McConville, William R. 
Dickinson, Lawrence; James MM. Harrington, 
Pittsburgh; Henry Hleba, Pittsburgh; Adolph 
Isaacman, Elizabeth; Charles F. Ziniti, Boston; 
William Dover, Boston; Achilles Wellman, 
New York; John F. Burke, Roxbury; Charles 
Koeller, Elizabeth ; Jacob Horowitz, New York; 
Albert B. Connolly, New Bedford: \illiam 
J. Lynch, Hempstead; Sidney F. Herron, Phila- 
delphia; Max Frankel, New York: Jack 
Diamond, New York; Richard G. Flamm, Cin- 
cinnati; Henry Witkin, New York; Nathan 
Kay, Albany: Joseph A. Delaney, St. Louis; 
Adolph Gordon, Brooklyn; Albert J. 
Malden; Isaac Berkowitz, New York; Charles 
B. Chevoor, Boston; Alexander Haritopolulos, 
Long Island City: Silas J. Brannon, Chicago; 
Wolf Itzkowitz, New York; Aaron Weinberg, 


Brooklyn ; 


Mundo, 


Boston; Leroy Weiss, Chicago; James J. Mur- 
phy, Detroit; William Lobman, New York; 
Noah Kahn, Chicago: Milton Minzeheimer, 


Syracuse; Max Berkowitz, New York; Michael 
F. Kane, Detroit; James S. New 
York: Alphonse Champigny, Woonsocket; Ed- 
ward S. Marvin, Chicago; Anthony Scotsford, 
New York. Assistant superintendents: Se- 
bastian M. Lovergine, Newark; Charles A. 
Palioca, Framingham; Aubrey Perry, Boston; 
Abraham Tannebaum, Brooklyn, and Loius S. 


Barnett, 


Silverman, Jersey City. 
This list has qualified 

produced at least $50,c00 of paid-for ordinary 

f 1924. 


for Class D, having 


and intermediate business so far in 
Agents Eliah I. Finkelstein and Harry Lamm 
of New York have qualified for Class C, hav- 
ing paid for over $100,000 such business. 
Reports from many agencies indicate wdie- 
spread interest on the part of the agents in 
The badges of merit are 


being displayed with pride by the qualifiers and 


these merit classes. 


the establishment of the system of awards has 
increased the rivalry between agencies. 

The list of leaders for the first six months 
of 1924 shows that one assistant superintendent 
and two agents have summoned the additional 
stamina necessary to forge ahead of those who 
lead the mto the end of the fifth lap. 

The complete list is as follows: Assistant 
superintendents leading: On weekly premium 
increase, O’Connor of 
nary issues, Mitchell of New York; on 
A. F. Whynot of Roxbury. 


soston; on gross ordi- 
eross 


issues, (Note: 
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Mr. Whynot did not lead the field so that 
some near humorist could make a pun.) 

Agents leading: On weekly premium in- 
crease, Jehle of Detroit; on gross ordinary is- 
sues, Harris of New York; on A. F., 
issues, Tchoryk of Cleveland. 

Detached assistant superintendents leading: 
Pfister of Quincy on weekly premium increase: 
Bickhardt of Hoboken on gross ordinary and 
A. F. issues. 

The following agents have been promoted to 


gross 


assistant superintendents in the districts of their 
service: Amos L. Veid, Cincinnati; Louis M. 
Slavin, Springfield; William H. C. Gray, Cin- 
cinnati; Daniel W. Bailey, New Britain; Loius 
R. Raetz, Detroit; Michael FE. Fitzgerald, 
Troy; Floyd D. Brimacombe, Toledo; Robert 
J. Bannon, Glens Falls; Frank J. Hubin, 
Lowell; Harold FE. Schappner, Detroit; John 
M. Henning, Philadelphia; William R. Brizen- 
dine, Baltimore; Frederick W. Phillippi, Chi- 
cago; John S. Maher, Yonkers, Martin 
Josephson, Elizabeth. 

The following agents have been promoted to 
assistant superintendents and transferred as in- 
dicated: Harold Burton, Detroit to Grand 
Rapids; Amos A. Fontaine, Brockton to Port- 


and 


land; Salvatore Dimino, Jamaica to Hacken- 
sack, and Harold J. Pearson, Malden to Man- 
chester, N. H. 


Closing 
(Continued from page 23) 
pression on the prospect. Reiteration and 
amplification are apt to weaken effect. <A 


point is best made in a statement expressed in 
a few well-selected followed by 
a pause to allow it to sink in. Your constant 
object is to stimulate your prospect’s thought. 
Then give him time to think. The frequent 
pauses in a strong canvass are the most elo- 


words, and 


quent portions of it. 

Through the earlier course of the 
you have led your prcespeet along until he 
reaches the boundary of willingness. Then 
he is confronted by the gap that divides him 
from resolve—just a three-foot ditch; no more 
than one good stride. Now get behind 
him and push—not suddenly, but firmly and 
At this point he must not be allowed 


Canvass 


you 


steadily. 
to step back one inch. 

Did you ever handle a horse that was in- 
clined to refuse? You didn’t force him at the 
jump, but just held his head to it. So it is 
with your prospect. If you keep him, head on, 
at the edge of the ditch which divides willing- 
ness and resolve, without relaxing your pres- 
sure, he is bound to go over. 

But, if your horse balks when he ought to 
rise and turns sharp around, you don’t pull 
him back to the jump immediately. You let 
him have his way for the moment and canter 
across the field hundred yards, 
circling so as to bring him up to his fence 
again when he has had time to get over his 


for a few 


nervousness. 

This is the manner in which you must treat 
your prospect if he breaks out of hand when 
you are making a strong effort to close. Abate 
your earnestness, slacken your pressure, begin 
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Thursday 


to gather your papers together, give him the 
impression that you are about to abandon the 
effort. Then, when he is once more at eas 
gradually draw in the bridle, regain contro} 
over him, and try it again. 

There is a current fallacy that only one 
favorable opportunity to close will occur jg 
This is responsible for much 
premature quitting. If you have actually got 
your prospect to the state of willingness, he 
should be closed before you leave him, It 
may take two or three efforts to do this, py 
each effort, if well directed, will bring you 
nearer to the object. 

You should be sure that you have your pros. 
pect in the right condition of mind before 
you seriously attempt to close him. You may 
test the matter by a kind of feint, or tryout, 
but this requires uncommon dexterity to avoid 
a bad effect. You must be prepared, in case 
your advance proves premature, to slip back 
with the promptness and 
into its shell. Once, 
however, having entered upon a serious clos- 
ing effort, stick to it, with the determination 
of settling the matter at that interview. It js 
safe to say that a more favorable opportunity 


an intervizw. 


into your canvass 


smoothness of a_ snail 


will never arise. 
CoM MERCIAL INSURANCE 
The latter-day commercial 
practice is to throw every available safeguard 
around business enterprises. Speculative ele. 
ments are eliminated or reduced to a minimum, 


LIFE 
tendency of 


Conservatism is the prevailing policy. Deferred 
liabilities are anticipated by timely reserves, 
and provision is made for adverse contingen- 


cies. 
It has been found by experience that al 
these buttresses of the business world may 


he most certainly and economically erected on 
the foundation of insurance in various forms. 
Thus the conservative concern of today pro- 
tects itself with fire, burglar, employer's lia 
bility, credit, indemnity, and, perhaps, other 
kinds of policies. 

The primary purpose of any sort of insur- 
ance is to furnish compensation for the loss 
of a valuable asset. Strangely enough, bus- 
ness houses insured against the less serious 
and more reparable class of casualties for long 
before they awoke to the effectiveness of life 
insurance as a protection against what is fre- 
quently the greatest mishap that may befall 
a corporation or firm. In recent years, how- 
ever, the value of this new factor in business 
conservation has met with such wide apprecia- 
tion as to justify the prediction that the day 
is approaching when commercial life insurance 
will be as widely carried as commercial fire 


insurance now is. 
INSURANCE 


both a Ccot- 
It con- 


BUSINESS 
insurance is 


PURPOSES OF 
life 
developing agency. 


Commercial 
serving and a 
serves by introducing an element of safety and 
reserve. It develops by affording capital and 
Indirectly, but quite effectively, it - 
The preservation 
e éf- 
s of 


credit. 
braces domestic insurance. 
of the business entails the welfare of th 
ployer’s home, and probably of the home 
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those who work for him. 

Business insurance is applicable with equal 
efficacy to the affairs of corporations, firms, 
and individuals. In either case it affords the 
most economical and practical means of pro- 
viding against unfavorable developments. It 
*. a certain way of forestalling uncertain 


1S 
events. 

The purposes which life insurance may be 
made to serve in the conduct of business or- 


ganizations are so numerous and varied that 
only a few of the most obvious may be men- 
tioned. Newly organized and young com- 
panies are naturally those most in need of 
protection against mishaps, but many of the 
largest and most firmly established concerns 
in this country carry heavy lines of commer- 
cial life insurance. 

It is now common practice among corpora- 
tions to insure the life of an officer upon whom, 
bv reason of his business talent or technical 
knowledge, the prosperity of the company 
largely depends ; 

Or an officer, upon whom, on account of his 
executive ability or financial standing, the 
banking credit of the company rests; 

Or an employee, whose position in the event 
of his death it would be unusually difficult to 
fill. 

It is not infrequently the case that one man 
is so vital a factor in the successful conduct 
of a corporation that his premature death 
would derange organization, impair credit, de- 
crease efficiency of operation, mar the com- 
pany’s prospects, and injure its standing with 
the public. The payment of a substantial cash 
indemnity would minimize these conditions and 
put the corporation in a position to repair the 
effects of the loss. 

Endowment insurance is taken by corpora- 
tions for the purpose of creating sinking funds 
for the retirement of bonds, to meet the de- 
preciation of plant, to strengthen the com- 
pany under changed conditions resulting from 
termination of patents, franchises, leases, and 
various long-time contracts. 

Business insurance serves to protect minority 
stockholders against the premature death of a 
man holding a preponderating interest in the 
corporation. In close corporations it is fre- 
quently employed to provide for the purchase 
of the stock of a deceased associate, and so 
prevent its falling into undesirable hands. 


Business INSURANCE—THE SILENT PARTNER 

Life insurance is even more essential as a 
safeguard to partnerships than to corporations. 
Associations of the former character fre- 
quently fail, or retire from business upon the 
death of one member. This because his 
knowledge or ability was the mainstay of the 
concern; or because his financial worth was 
the basis of its credit; or because his estate 
demanded a cash settlement which crippled its 
resources. 

In the first case, the proceeds of an insurance 
policy would greatly lessen the difficulty of 
securing a satisfactory successor; in the sec- 
ond, it would counteract the effect of the loss 
by enlarging the financial resources; in the 
third, it would enable the liability to be dis- 
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charged without impairment to the working 
capital. 

Business insurance is much more necessary 
to the small firm than to the larger one. 
Many such concerns are run on the narrowest 
The slightest shrinkage of 
The records of 
commercial agencies show that nearly thirty 


margin of capital. 
this generally entails disaster. 


per cent of failures among co-partnerships are 
due to death for which no provision has been 
made. 

The credit of a small firm is generally pre- 
carious and often restricted; its capacity for 
expansion is limited; its future prosperity fre- 
quently depends upon a continuance of uni- 
formly favorable circumstances. Under any or 
all of these conditions, life insurance will act 
in mitigation or prevention of loss. 


BusINnEss INSURANCE FOR THE INDIVIDUAL 

There are many ways in which life insurance 
will serve the business needs of the individual 
more effectively than any other agency. <A 
few of these only may be mentioned: 

To furnish his executors with ready cash 
for the settlement of and administration of his 
estate, and so preclude the necessity of sacrific- 
ing property in a forced market. 

To provide the money requisite to meet the 
A fund for this purpose, in- 
vested in stable and easily convertible securi- 


inheritance tax. 


ties, would cost more and return less. 

To cover mortgages and other indebtedness ; 
to protect creditors, endorsers of paper, finan- 
cial backers or parties to a contract. As an 
anchor to windward during a speculative in- 
vestment, or doubtful operation. 

Many moneyless men of unquestionable in- 
tegrity and acknowledged ability have found 
that life insurance—the safeguard against loss 
by untimely death—has enabled them to se- 
cure ample means and credit for their under- 
takings. 


Portcies FoR BustNEss PURPOSES 

There is no essential difference between a 
policy of business insurance and one of the 
ordinary kind. The former is usually written 
with a firm or corporation as the beneficiary. 
Its premium is a charge against the concern 
and its cash value an asset of it. The policy 
generally contains one or two clauses designed 
to meet special business requirements. 

Joint policies are’ commonly employed in 
commercial insurance, and, where the object 
sought is mainly or solely indemnity for loss 
by death, they fully serve the purpose at con- 
siderably lower cost than would be involved 
in separate contracts. 

The premium for a joint policy is a com- 
pound of that for the elder life on the regu- 
lar form and the term rate on the younger 
As the reserve on 
term insurance is exceedingly small and runs 
out with the policy, a slight increase over the 
values of the regular form for the elder of the 
combined lives will approximate the precise 
values of the joint policy. 

In order to limit the element of term in- 
surance in the contract many companies restrict 
joint policies to two lives. This need cause no 


for a corresponding period. 


27 


difficulty when three or more risks are in- 
volved. Let us suppose that a trio of part- 
ners desire to be insured for $10,000 each 
under joint contracts. Their ages are 50, 47, 
and 39 respectively. You pair them in the 
following combinations: 50-47; 50-39; 47-39; 
and have three policies of $5000 issued. 

It will occasionally happen that a larger 
amount is required on one individual than upon 
For example: a cor- 
poration wishes to insure its president for 
$20,000 and four other officers for $10,000 
each. You meet the requirements with three 


the others of a group. 


joint policies of $10,000 each on two lives 


combined as follows: 56-29: 36-37; 50-42. 


SPECIALIZING IN CoMMERCIAL Lire INSURANCE 

So many advantages accrue to the agent in 
working business insurance that several of the 
ablest writers devote their attention almost 
exciusively to it. A general knowledge of 
business methods and finance is necessary to 
success in the higher class of cases. In addi- 
tion to this the agent should learn what he can 
of the particular business of the concern which 
he intends to approach with a proposition for 
commercial life insurance. 

Small co-partnerships present a large and 
promising, but almost virgin, field for this 
kind of work. By far the majority of the 
firms operating on less than $10,000 capital 
have the most pronounced need of life in- 
surance. 

Policies of commercial life insurance will 
average much higher in amount than will those 
of domestic insurance. Settlements on the 
former are usually more readily secured. A 
logical suggestion for business insurance will 
generally command attention and_ interest. 
Far from interfering with the writing of in- 
dividual insurance, business insurance will be 
found to lead to it, and facilitate it. 

[The foregoing are extracts from the book 
“Efficiency,” by the late Forbes Lindsay, pub- 
lished by The Spectator Company. The book 
is an excellent one for study by industrial in- 
surance agents. Copyright, by The Spectator 
Company, New York.] 


Poems by Theodore J. Venn 

Theodore J. Venn, well known in life in- 
surance circles in Chicago, Ill., has issued a 
book of his poems under the title of “Our 
Arcady and Other Poems.” These verses orig- 
inally appeared in the Chicago Evening Post, 
Chicago Journal and the Sioux City Journal, 
and have been published in various newspapers 
and magazines. Mr. Venn’s verses make inter- 
esting reading, and give evidence of his literary 
skill. 





The Essence of Life Insurance by Breiby 


“The Essence of Life Insurance,” by Wil- 
liam Breiby, appears to a mere layman to be 
a most excellent presentation of the underlying 
principles of a big subject and business.— 
Clifford A. Morton, Supt. Department of Edu- 
cation, Town of Union, N. J, 

Let me congratulate you upon your fine Or- 
ganization Number. It is certainly one of the 
most complete of any that we have had the 
pleasure of examining—John T. Hutchinson, 
Secretary, Insurance Federation of America. 








PRUDENTIAL ITEMS 


Some of the Leaders in Production 








PROMOTIONS IN THE FIELD 





Matters of Interest Concerning Industrial 
Agents 

On July 14, Superintendent George A. 
Nitshe of the Bridgeton, N. J., district, com- 
pleted thirty years of honorable service with 
the company. Mr. Nitshe’s ability as an effi- 
cient field man was recognized and in less than 
four years after entering the service he was 
placed at the head of the Bridgeton district, 
his appointment date as si.perintendent being 
dated April 4, 1808. 

Agent James A. Wise of the Fairmont, W. 
Va., district, was promoted to assistant super- 
intendent at Grafton, W. Va., a detached assist- 
ancy of the Fairmont district, July 21. 

Another promotion to be noted is that of 
Agent Elmer Meadows of the Charleston, W. 
Va., district. He will take charge of an assist- 
ancy at Huntington, W. Va., on August 11, and 
while he has been in the service only a short 
time he has displayed qualities that show he is 
capable of larger things. 

Superintendent C. R. Medsker has been trans- 
ferred to a larger sphere of usefulness in In- 
dianapolis. Having made good as chief of the 
New Albany district he was transferred to take 
charge of Indianapolis Number 2, made vacant 
by the death of former Superintendent James H. 
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Hughes, and the change became effective for 
the week of July 14. 

On the same date Charles Hermann, for- 
merly superintendent at Philadelphia Number 6, 
was transferred to succeed Superintendent 
Medsker in the New Albany district. 

On June 15, Assistant Albert .Teaney of 
Aurora, Ind., detached from Covington, Ky., 
celebrated his twenty-fifth Prudential anniver- 
sary. He is a large personal ordinary pro- 
ducer and has qualified for the Merit Button 
every year since it has been made a badge of 
distinction. The Covington district held a 
special effort in honor of his anniversary and 
the largest industrial production in its history 
resulted. 

Agent John T. Mulvey entered the service on 
August 20, 1904, as a member of the Chicago 
Number 2, Illinois district, later transferring 
to Chicago Number 1, his present location. His 
name has been added to the list of Class ‘“D”’ 
members of the Prudential Old Guard upon 
having rounded twenty years of service. 

W. G. Coutry, who for the past five and a 
half years has been connected with the Altoona, 
Pa., district, spent a portion of his vacation 
journeying to Western Pennsylvania and dat- 
ing from August 18 took charge of an assist- 
ancy at Rochester, Pa., detached from the 
Beaver Falls district. 

Agent J. A. O’Neil of the Altoona, Pa., dis- 
trict is now wearing the diamond locket, signify- 
ing membership in Class “D” of the Prudential 
Old Guard. 


Thursday 


The following named are producing great 
records in ordinary this year and are listed ac. 
cording to the largest personal net new pug» 
ness issued to their credit, including the week 
of August 12, 1924: 

N. Rouda, agent, Mt. Vernon; H, Loeve, 
assistant, New York Number 1; A. Castro, 
agent, New York Number 5; P. Weber, agent, 
New York Number 11; G. F. Coughlin, agent, 
Poughkeepsie; I. Wiesel, assistant, Staten 
Island; S. M. Romeril, agent, Poughkeepsie: L, 
Dumosch, agent, New York Number to; L, 
Jacoby, agent, New York Number 7; A. Bosna, 
agent, New York Number 10; C. Frankel, 
agent, New York Number 11; P. Borock, agent, 
New York Number 12; I. Ratner, agent, New 
York Number 10; N. Dreyfus, agent, Mt. 
Vernon; S. Lipot, agent, New York Number 
1; F. L. Hering, assistant, Yonkers; M. J. 
Auth, assistant, Mt. Vernon; L. Berger, agent, 
New York Number 10; S. Taffet, agent, New 
York Number 8; W. J. Cuddiby, agent, New 
York Number 8; R. Fiorito, agent, New York 
Number 10; J. Weber, agent, New York Num- 
ber 7; S. E. Oshin, agent, Mt. Vernon; C. H, 
Whalen, agent, Mt. Vernon; A. A. Machera, 
agent, New York Number 10; F. F. Frankel, 
agent, New York Number 10; J. Phelan, agent, 
Yonkers; M. Kanfer, agent, New York Num- 
ber 9. 

These agents have set the pace for all others 
in the Prudential to follow and the company 
hopes that the example they give will inspire 
its sectional representatives also. 











THE GLOBE MUTUAL LIFE 


INSURANCE COMPANY 
OF CHICAGO, ILLINOIS 








PROGRESS OF THE GLOBE FOR 1923 


GAIN IN INSURANCE IN FORCE. .83 PER CENT. 
GAIN IN INTEREST..............31 PER CENT. 
GAIN IN INCOME........ .26 PER CENT. 
GAIN IN ASSETS.................23 PER CENT. 
AVERAGE GAIN IN ALL ITEMS...41 PER CENT. 


This is away above the average of all Life Insurance 


Companies in the United States Combined. 





SPECIAL DELIVERY. 


T. F. BARRY, President, 
Gen’l Mngr. and Founder. 





CLAIMS PAID BY RADIO—TELEGRAPH—AND 
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HARPER’S LIFE INSURANCE LIBRARY 


Life Underwriting as a Career—By Edward A. Woods 





Analyzing Life Situations for Insurance Needs—By 


The Psychology of Selling Life Insurance—By Dr. E. K. 


Selling Life Insurance—By Dr. John A. Stevenson, Second 


Meeting Objections—By Dr. John A. Stevenson. Price, 


House of Protection—By Griffin M. Lovelace. Price, $1.60 


President Edward A. Woods Co., General Agents, Equitable 
Life Insurance Co.; Ex-president National Association of 
Life Underwriters. $2.35 


Griffin M. Lovelace, Director, Life Insurance Training Course, 
New York University. Price, $2.40 Delivered. 


Strong, Jr., School of Life Insurance Salesmanship, Carnegie 
Institute of Technology. Price, $4.25 Delivered. 


Vice-Pres*ent, Equitable Life Assurance Society; Formerly 
Director £:hool of Life Insurance Salesmanship. Price, 
$3.75 Delivered. 


$1.60 Delivered. 


Delivered. 





CONSTRUCTIVE SALESMANSHIP 


SEND FOR NEW HARPER BOOK 





By Dr. John A. Stevenson 


“Keen as the edge of a sharp knife. It goes straight to 
the heart of things and places before the salesman the very 
life principle of his business. One would like to quote freely 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.’’—Insurance. 


PRICE $3.00 
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ALFRED CLOVER MOVES TO REGAIN 
CONTROL OF PUBLIC LIFE 
Maximilian St. George Accused of Fleeing 
Permanently from the Country 

Cuicaco, Itt., August 26.—The fight for 
control of the Public Life of Chicago culmi- 
nated last week in the published announcement 
of Alfred Clover, former president, that Maxi- 
milian St. George, present chief counsel and 
manager, had folded up his tent and taken pas- 
sage on the steamship “Paris” for Europe. On 
the other hand, Fred H. Welsch, president of 
the Public Life, has announced that Mr. St. 
George has merely taken a vacation and will be 
back at his work within several weeks. As 
further proof of the fact that he has not gone 
permanently from the country the officers of 
the Public Life declare that his wife and family 
are still in Chicago. The present move for a 
new election of directors and the published 
statements in the press are taken by the cur- 
rent management to be the protestations of a 
“few disgruntled stockholders” under the lead- 
ership of Mr. Clover. The struggle for control 
of the company, which is at present in the 
courts, is said to have exercised a very depress- 
ing influence on the business of the company. 
The Public Life at present has approximately 
$8,000,000 insurance in force. 

The announcement of the proxy committee 
(interests favorable to Alfred Clover) follows: 
“Tt is a fact that St. George went to Europe 
on the steamship “Paris,” Wednesday, August 
20. The stockholders’ proxy committee are now 
preparing to have the books of the company 
examined and find out the true condition of the 
company. The insurance department of the 
State will no doubt also have an examination 
made and in the meantime the campaign is on 
for the election of a board of directors Sep- 
tember 16. We can save our company and put 
it back where it was before this conspiracy was 
started. However, the stockholders should join 
in with the committee and protect their inter- 
ests. We are on the job: over 150 stockholders 
were present at the meeting last night. The 
vote was unanimous to hold together and reor- 
ganize the work of the company. Yours truly, 
Proxy Committee.” 

The present officials of the Public Life ridi- 
cule the suggestion of an examination by the 
Illinois Department, stating that that organ- 
ization completed an examination not more than 
several months ago, at which time the accounts 
of the insurance company were found to be cor- 
rect and no evidence of mismanagement or im- 
pairment found. 

Alfred Clover, in addition to being the 
former president and factotum of the Public 
Life, held an agency contract with the com- 
pany which has since been canceled and is a 
subject of litigation. 

New Life Insurance in July 

According to the Life Insurance Sales Re- 
search Bureau of Hartford, sales of new life 
insurance in July show an increase over July 
of last year of 11 per cent, totaling 591,346,- 
ooo. A gain of 10 per cent for the first seven 
months is shown. 
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American National Agents Meet 

The nineteenth annual convention of the 
agents of the American National Insurance 
Company, Galveston, Tex., was held at the 
home office recently. Three days were given 
over to the sessions and about 400 company 
representatives attended. The business meetings 
were presided over by W. J. Shaw, secretary 
of the company, who, in an address of encour- 
agement, pointed out the successes of the past 
year and announced that the company is now 
close to the $250,000,000 mark, this figure be- 
ing fixed as the goal for the current twelve 
months. 

The speech of welcome was delivered by Hon. 
C. W. Nugent, general counsel of the com- 
pany, and W. H. Long responded. Other speak- 
ers throughout the sessions were: P. J. Harvey, 
leading agent for the ordinary department: 
Earl C. Pollard, agency instructor, and sev- 
eral of the department heads of the American 
National. 
agents, a gathering of the A. N. I. C. 


Evening meetings for industrial 
O. Club 
and get-together banquets rounded out the con- 
vention and made it one of the most successful 
ever held by the company. 


Reduced Fare to American Life Convention 
Meeting 

T. W. Blackburn, secretary of the Ameri- 
ean Life Convention, has notified members 
that if 250 of them attend and signify their 
desire for a railroad ticket rate of one and 
one-half fare, the transportation companies 
Certificates for the 


special fare will be issued only from October 


are prepared to grant it. 


9 to October 15, and they should be requested 
from the ticket agent. 
\t 


Blackburn states: 


Ne point in his communication, Mr. 


Hlaving received certificates, immediately 
upon arrival at the headquarters of the con- 
vention in New Orleans, you should present 
your certificate at the registration desk, either 
to myself or Mrs. L. F. Beymer, assistant 
secretary, for certification as to attendance. 
The reduced return fare is available only when 
the member has been properly identified and 
the certificate validated and return made via 
same route used on going journey, and then 
only after 250 certificates have been validated. 

Certificates will be validated by a _ special 
agent of the railroad at convention head- 
quarters, October 14, 16 and 17, from 8:30 
\.M. to 5:30 P.M. Certificates issued to 
children at half fare will be counted in mak- 
ing up the necessary 250. 


South Carolina Agents of Virginia 
Company Meet 

RicuMonp, Va., August 25.—The annual con- 
vention of the South Carolina agents of the 
Life Insurance Company of Virginia was held 
at Charleston, on July 21, with 116 men present. 
J. V. Murray, manager at Charleston, was 
chairman of the entertainment committee, while 
L. B. Gilham, manager at Columbia, served as 
toastmaster at the banquet. Following the 
meeting the party enjoyed an outing at Folly 
Beach. R. B. Pegram, supervisor of Division 
No. 1, and S, C. Chandler, traveling instructor 


of ordinary agents, represented the home office. 
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COUNSELORS’ CLUB OF INDIANAPOLIS 
LIFE 
Meeting Was Held in Chicago While en 
Route to Yellowstone Park 


The Indiana, Illinois and Ohio members of 
the Counselors’ Club of the Indianapolis Life 
Insurance Company, en route to Yellowstone 
National Park, assembled recently in Chicago 
at the Congress hotel. 

Here they were met by the president of 
the company, Frank P. Manly, and Agency 
Manager Joe C. Caperton. A _ banquet, at 
which Mr. Caperton presided, was served to 
the club members and the members of the 
Chicago agency. Plans for the balance of 
1924 were discussed and the meeting was an 
enthusiastic one. President Manly reviewed 
the work for the year to date. The company 
has made splendid progress. With approx- 
imately $40,0¢0,000 of insurance in force Jan- 
uary I, 1924, the company now has over 
$46,000,co0, and plans to have $50,000,000 by 
January I, 1925, a gain of $10,000,0co for the 
year. 

As a surprise to Mr. Manly, the agents at- 
tending the banquet presented him with ex- 
amined applications amounting to $112,000. 
Mr. Manly, in turn, surprised the agents by 
announcing another increase in the dividend 
scale. Mr. Manly accompanied the club mem- 
bers on their trip to Yellowstone Park. 


Travelers Looking Forward to Big 
Convention 

HArtFoRD, Conn., August 25.—The officers 
of the Travelers Insurance Company are look- 
ing forward to the convention which the com- 
pany will have in Quebec beginning September 
15 as the largest ever held by any insurance 
company on this continent. It is expected that 
the attendance will be so large that sessions will 
he held for two weeks, with the program be- 
ing repeated entirely during the second week 
for the benefit of thos who cannot be accorn- 
modated the first week. 

Last December the Travelers announced to 
its agents that this convention would be held 
and that all agents doing a certain amount of 
business between January 2 and June 30, to be 
paid for by July 19, would be allowed to attend. 
The number of agents doing the required 
amount of business has been so great that plans 
for the event are not yet complete in spite of 
the great amount of work that was done to get 
everything in readiness by the middle of 
August. Delegates will be present from all 
over the United States and Canada. 


‘Etna Gets Northern Pacific Group Policy 
for $50,000,000 
The Northern Pacific Railway Company has 
insured its 25,000 employees under a group pol- 
icy of the Actna Life Insurance Company of 
Hartford. This is one of the largest policies 
on record. It provides for permanent and total 
disability payments up to age sixty. There is 
also a provision whereby each employee can 
take out additional insurance, on which the com- 
pany will pay one-half the cost. 
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CERTAINTIES 


DEATH AND TAXES! 


According to the proverb, these are the great certainties of civilized life. And we find it so. 
The total ordinary receipts of the United States Government for the fiscal year 1923 were $4,000,000,000— 
or over $36 per capita. Practically all from taxes! Who paid this? Perhaps you think you didn’t. 


TAXES ARE A CERTAINTY! 


The budgets of the various States, for 1923, were over $890,000,000—nearly $9 per capita. Practically 
all from taxes! Who paid that? Perhaps you think you didn’t. 

Municipal taxes exceed the State taxes, for those who live in cities, many times over. The taxpayers of 
Greater New York pay over twenty times as much in city taxes us they do in State taxes. 

The report of the Federal Trade Commission says the total amount of taxes paid for federal, state and local 
purposes in 1922 was over $7,750,000,000. 

Don’t think you escape because you directly pay no real estate tax and no income tax. ‘The consumer 
pays the tax,” in the cost of what he consumes—rent, food, clothing, transportation, recreation. 

The man who actually pays the taxes passes a part or all of them on to the consumer. He must—because 
his goods and his service cost him more. All the great corporations pay large amounts in taxes—and taxes 
make the cost of their products higher to the consumer. ‘The railroads pay more in taxes than they pay in 
dividends to stockholders. 





This Company has within five years paid over $19,000,000 in taxes, excluding taxes on real estate. 
All of this $19,000,000 would otherwise have been used to reduce the cost of insurance. In other 
words, the Company passed the taxes on to the consumer, on to its policy-holders. It had to. 

This happens constantly in every business, and yet many people think they escape taxation because they 
make no tax returns. 

We all pay taxes while we live, and our estates or our families or our friends pay them for us when we die. 

If, for example, you die possessed of railroad stocks, they may be taxed by each state where the railroad 
is incorporated, by the state where you resided and by the state where the certificate was located at the time 
of your death. It has happened that inheritance taxes exceeded the entire value of an estate. 

Yes, taxes are certainties! And they often bulk large; too large! 





DEATH IS A CERTAINTY! 


Death has a long record. He appears in the first chapter of the story of mankind. For centuries Death 
seemed capricious—subject to no law—and he is so still, so far as the individual is concerned; but, with men 
in the Mass, Death has a well discerned law of action. 

Of ten thousand men in good health, some will die the first year and some in every year thereafter till all 
are dead; but who will die soon and who will live long is the great mystery. 

During the first three months of 1924 the New York Life Insurance Company paid 2,739 death-claims. 
Of these policy-holders, 126 died in the first year of insurance, 136 in the second year, 463 between three and 
five years after insuring, 494 between five and ten years after insuring, 707 between ten and twenty years after 
insuring, and 813 after twenty years of insurance. Twenty years ago no one knew which of these 2,739 people 
would die first. 

That uncertain but sure event lies at the very heart of the practical problem of living; it made life in- 
surance necessary. 

Between these certainties—Taxes and Death—what should a prudent man do? 

He must himself meet the first certainty: Taxes. He will pay taxes while living even though he doesn’t 
know it. 

But the taxes that literally spring at his dependents when he dies he cannot meet personally. He can 
provide for them, however, through life insurance. 

He can do more! He can at once create an estate and protect it. 
Ask any New York Life man! He will tell you all about it. 


NEW YORK LIFE INSURANCE COMPANY. 
DARWIN P. KINGSLEY, President. 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








BOARD OF TRADE RETURNS 
Statistics of Insurance Business in Eng- 
land Now Issued 


The Board of Trade Returns, covering the 
life insurance business in England, have just 
been published in two parts. The sections 
give official figures for the transactions taking 
place in the United Kingdom and show the 
number of policies in force, standing of the 
companies, new insurance placed, and tables 
indicating the amount insured under varying 
types of policies. The Board of Trade Re- 
turns point out that, in 1922, the Sun Life took 
first place from the standpoint of volume 
written, the Norwich Union was second, and 
the Commercial Union was third. The year 
1922 shows an increase of nearly one million 
in the number of policies and over £20,000,- 
000 in the amount at risk, while the increases 
for previous years are also given. 

The Board of Trade Returns are almost the 
only official publications giving the results in 
the United Kingdom, and they furnish a vast 
quantity of useful information. They may be 
purchased through The Spectator Company at 
$15 for the two parts. 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifving that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 


Incorporated 1851 














Bankers Life Gains 

New paid-for business of the Bankers Life 
Company of Des Moines, Ia., for the first seven 
months of 1924 shows a gain of 15 per cent, 
as compared with the paid-for total for the 
first seven months of 1923. 

The total of new paid-for business for the 
first seven months of 1924 was $72,183,000, 
which was a gain of nine millions over the 
corresponding period of last year. The paid- 
for total for the first seven months of last year 
was sixty-one millions. 

New examined business for the month of 
July was $12,106,0c0, as compared with $11,- 
717,000 for July, 1923. 


LIFE CLASS TO START SOON 
Ralph G. Engelsman to Assist at New York 
University 

The School of Commerce, Accounts, and Fi- 
nance of New York University has announced 
that the fall term of the life insurance training 
course will start in October. During the past 
two years nearly 400 life insurance salesmen 
have taken this course, which comprises eleven 
weeks of study and field experience. 

Announcement has also been made of the 
resignation of James FE. Bragg, assistant to 
Griffin M. Lovelace, director of the course. 
He will be succeeded by Ralph G. Engelsman, 
a former student and now a very successful 
agent in the Louis Lane agency of the Equit- 
able Life Assurance Society of the United 
States. Mr. Engelsman, who is only twenty- 
six, made a talk before the New York Life 
Underwriters Association recently which was 
well received. He was on the program with 
Dr. S. S. Huebner of the Wharton School of 
Finance, Philadelphia. 

There will be much regret at the resigna- 
tion of Mr. Bragg, who has been extremely 
successful and very popular among the stu- 
dents. His personal business has attained such 
proportions as to require all of his time. 


Columbian Mutual’s Operating Basis 

In an advertisement of the Columbian Mu- 
tual Life Assurance Society, Memphis, Tenn., 
appearing in the Organization Number of THE 
Spectator, July 17, it was inadvertently stated 


3I 


that the company operates on the American 
Experience Table of Mortality, at 314 per cent, 
when in reality it operates on the American 
Experience Table of Mortality at the regular 
rate of 3%4 per cent. 


FRANKLIN LIFE TO ACCEPT MONTHLY 
PREMIUMS 


Departure from Former Practice Made for 
Convenience of Policyholders 


“he Franklin Life Insurance Company, 
Springfield, Ill., has announced that it will, 
after September 1, accept premiums on a 
monthly basis. This step has been decided 
upon solely for the convenience of policy- 
holders. The operation of the plan will be 
subject to the following regulations: 

1. The company will require a minimum 
monthly premium of at least $10.00 on any 
policy and no combination of two or more 
policies will be permitted in the establishment 
of the minimum. 

2. The monthly premium is obtained by 
multiplying the annual premium by the factor 
088, that is, each monthly premium is 8.8 per 
cent of the annual premium. 

3. Where monthly premiums are desired in 
connection with new policies, the agent must 
clearly indicate that fact in the application 
blank. 

4. No monthly premium policy will be is- 
sued with a short term premium. 

5. The taking of notes in payment of either 
first year or renewal premiums is prohibited 
in connection with monthly premium policies. 

6. The regular grace period allowed by the 
terms of the policy will also be allowed in 
payment of monthly premiums. 





American Life 
Reinsurance Co. 


OFFICES 


DALLAS 
HOME OFFICE BUILDING 


CHICAGO 
29 S. LA SALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
FRED D. STRUDELL, Vice-President 
MORTON BIGGER, Secretary 
-C. w. SIMPSON, Medical Director | 
BERT H. ZAHNER, Chicago Mgr. 
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OUR PLATFORM 


The platform we present to the public and to 
our ‘‘Standard Bearers’’ in the field is one of 
service. Its planks are— 


Contract direct with the Company. 

Co-operation in working out field 
problems. 

Policies issued with dispatch. 

Standard policies down to age 10. 

Women accepted on same basis as 
men. 

Risk acceptance on _ sub-standard 
lives and on men engaged in hazardous 
occupations. 

Prompt payment of claims. 


Our field men have found that these liberal 
service principles have made it pay to 


(LINK UP(()wiru 1He()) LINCOLN) 


The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character’ 
Lincoln Life Building, FORT WAYNE,IND. 


Now More Than $325,000,000 in Force 





THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 


of New York 


34 Nassau Street New York 




















50.97 % 


Of the new business issued by The North- 
western Mutual Life Insurance Company 
in the year 1923 was upon applications of 


members previously insured in the Company. 


Once a Policyholder--- 
Always a Prospect 





THE POLICYHOLDERS’ COMPANY 


The Northwestern Mutual Life Insurance Company 


of Milwaukee, Wisconsin 


W. D. VAN DYKE, President 














Field Annuals 


Insurance Directories 
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— LIFE INSURANCE 
EXAMINATION 
NOW READY sepa 
New Book Is Only One of Its Kind in 
Print 
THE ESSENCE OF “ee 
EDITED BY DR. F. W. FOXWORTHY 
LIFE INSURANCE Forty-Nine Experts and Company Officials 
mS Collaborated on Publication—Complete 
Disease Experience Given—One 
Hundred and Fifty-Six 
By William Breiby, F.A.S. Illustrations 
of Fackler, Fackler and Breiby, Con- \ new book, entitled “Life Insurance Ex- 
sulting Actuaries, of New York City, amination,” edited by Frank W. Foxworthy, 
one of the oldest and best known Ph.B., M. D., has just been published by the 
actuarial firms in the United States. C. V. Mosby Company. This volume is the 
only one of its kind now in print, and 
revelation on the subject of selecting risks for 
Basic Principles Clearly Explained. life insurance. Forty-nine me insurance —_ 
Only a Knowledge of Simple Arith- oe pre) ene ee ise ae ig 
: with those in allied industries, have yi- 
metic is Needed to “Understand laborated ee this great work, and the result is 
Demonstrations. a comprehensive array of data and experience 
relating to the health of life insurance policy- 
Pre eT ee holders. Many of those whose efforts and 
research made this necessary volume possible 
are diagnosticians of national reputation, 
This Valuable New Book Contains while others are renowned for their success 
Definitions of Commonly Used in the treatment of disease. 
Words and Phrases, and Chapters Dr. Foxworthy spent many years in com- 
Devoted to piling and editing “Life Insurance Examina- 
e tion,” and his labors have produced a book 
ae which no life insurance company medical di- 
— THE FUNCTIONS OF LIFE INSUR- rector can afford to be without, and which 
ANCE AND HOW PROVIDED; every physician who wishes to keep abreast 
KINDS OF LIFE INSURANCE POLI- of the developments in his profession must 
have. One hundred and fifty-six illustrations 
CHES: BARE sinnspiaieninesisin cheapie are included in “Life Insurance Examination,” 
LATION OF NET PREMIUMS AND and the volume comprises seven hundred and 
RESERVES; PRACTICAL OPERAT- thirty-eight pages. 
ING FUNCTIONS; LEGAL RESER- The editor approaches his subject with the 
VES OTHER THAN FULL NET analytical attitude of the true scientist, and no 
PREMIUM RESERVES; LIFE _IN- department of medical examination for life 
insurance has been neglected. The book is 
SURANCE POLICIES; ADDITIONAL divided, roughly speaking, into a consideration 
BENEFITS; OTHER EXTENSIONS of methods for life insurance examination; a 
OF SERVICES; COMMENTS ON review of accepted systems; experience with 
CERTAIN FEATURES OF THE BUSI- male and female applicants; and data relating 
NESS; MORTALITY TABLES AND to — diseases a a Papal tii the 
mortality experience of life companies. 
FUNCTIONS DERIVED THERE- Organization of a medical department in a 
FROM; HINTS TO AGENTS. ALSO life insurance company is fully explained and 
NUMEROUS TABLES. several examples of examination blanks which 
have proved trustworthy are given. In the 
Sees Sy etree chapters devoted to the incipiency and progress 
of disease, the conditions detailed are illus- 
PRICE, in Cloth Binding $3. trated with actual photographs. “Life Insur- 
ance Examination” goes into the history and 
—————_— srowth of disease deeply, not superficially. It 
elaborates the latest advances in insurance 
Discounts on quantity orders medical treatment, together with the most 
_ modern laboratory technique. Ratings for 
‘—— sub-standard risks are dealt with in full, and 
explanations of new movements in science, 
THE SPECTATOR COMPANY pathology and medical research are appended. 
— “Life Insurance Examination” may be ob- 
CHICAGO NEW YORK tained at $9 per copy from The Spectator 
_ Company, sole selling agent for the insurance 
world. 
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CHARLES N. GORHAM APPOINTED 
Succeeds the Late Charles Sheldon as Man= 
ager of American’s Western 
Department 

The American Insurance Company, Newark, 
has’ announced that Charles N. Gorham, for- 
merly ‘assistant manager of its Western depart- 
ment at Rockford, Ill., has been appointed 


manager, to succeed the late Charles [2. Sheldon. 
Charles T. Sackett and Harry B. Elmers will 


continue as assistant managers, and Fred D. 





tless, who has been State agent of the company 


in Illinois fc 


- twelve vears, will be transferred 
from the field to the Rockford office with the 
title of assistant manager. 

Mr. Gorham, though born on a farm, has 
had a good education and has been with the 
Rockford office for ver 


American’s twenty 


years. Formerly a field man for the farm de- 
partment as well as the mercantile department 
for the State of Indiana, his duties while as- 
sistant manager were chiefly the supervising of 
farm business. 

Mr. Gorham has a likable personality, and 
has traveled considerably, and his appointment 
will therefore receive the popular approval of 
the insurance fraternity throughout the West. 


Spectator Issues Fine Organization Number 


The “Organization Number” of Tue Spec- 
TATOR was issued recently, in two sections, the 
regular publication and a “special issue” dedi- 
cated to the men who, “by their sacrifices of 
time, thought and energy and by the applica- 
tion of their sound judgment, founded and fos- 
tered the company, agency and other organiza- 
tions which have aided materially in the up- 
building and regulation of the insurance busi- 
ness, the raising of its ethical standards and 
the great elevation of insurance in its various 
branches in the esteem of the public.” 

Leaders in every branch of the insurance 
business have contributed interesting articles 
and typographically as well as in subject mat- 
ter the number is a success. New York Com- 
mercial, 


AN OPPORTUNITY 


Are you a successful life insurance 
salesman? 

Have you succeeded in 
organization work? 

Are you free to travel and willing 
to devote your time in personal 
work with agents to the extent 
necessary to get results? 

Are you favorable to the idea of 
insurance for protection only? 





agency 


There is an opening as Field Manager 
for a man having the foregoing quali- 
fications with a prominent association 
organized under the assessment laws 
but writing business cn an adequate 
rate basis and well fortified with re- 
serves. Good personality, character 
and willingness to do teamwork with 
other executives are essential qualifi- 
cations. Give full information as 
to experience including identity and 
character of business in which you 
are now engaged together with three 
responsible references. 


Address reply to Box 38, care The 
Spectator. 
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mss HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


" NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 


SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 





Insurance in Foree 


Over $80,000,000.00 


ive en 

HARRY L. SEAY, President 
CLARENCE EB. LINZ, 

Vice President & Treas, 
P. N. THEVENET, 
ae Vice President & Sec, 

== PAUL V. MONTGOMERY, 
Vice President & Actuary 
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Robert F. Moore, Secretary 
TEXAS ~— TENNESSEE 
WANTED GENERAL AGENTS. We are prepared to give 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial 
worth, possessing executive ability and energized initiative. 
Wilfred S. McLeod, Agency Manager. 


The Southern States Life Insurance Company 
Atlanta, Ga. 


Wilmer L. Moore, President 














Direct Agencies: 
Prompt Settlements 





ACCIDENT—HEALTH 
AUTOMOBILE and 
BURGLARY INSURANCE 


Surplus to Policy Holders, $2,654,000 
40 YEARS’ EXPERIENCE 


THE PREFERRED ACCIDENT 
INSURANCE COMPANY OF NEW YORK 
Kimball C. Atwood, President 80 Maiden Lane 


























How 


INSURANCE. 





Chicago 


to Build Business 


By William T. Nash, Originator of the Monthly Income Policy 


LH OW many books on salesmanship have you read? You know 
the contents of the average book of this type. Theories, 
theories and then more theories. Here is a new departure. Here 
is a compilation of 33 stories showing just what Life Insurance means 


to those in every walk of life. Here is a book that SELLS LIFE 


Price, Flexible Binding, $6. Edition De Luxe, Genuine Leather Binding, $10. 
Write for FREE Booklet entitled The Business Builder Service. 


THE SPECTATOR COMPANY 


Order Your Copy Now 


New York 
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AUTOMOBILE 


Measure of recovery is the actual market 
value of the automobile at the time the loss 





occurs. ; 
The policy was issued April 28, 


insured plaintiff to the amount of $900 against 
loss. The car was stolen on March 20, 1921, 
and the charred remains were found a few 
davs later, about twelve siles distant from 
the scene of the theft. On the trial, plaintiff 
obtained a verdict and judgment thereon for 
$837.33. Defendant appealed and claimed that 
the court erred in giving the seventh instruction, 
which was as follows: 

“You are instructed that, where the value of 
an automobile at the time of insurance is fixed 
or determined, the only diminution on the value 
thereof which should be considered in determin- 
ing the loss for which payment can be de- 
manded as insurance is the interest depreciation 
in the machine itself, due to injury or damage 
accruing to it subsequent to the date of the 
policy.” 

One of the policy provisions was as follows: 
“This company shall not be liable beyond the 
actual cash value of the property at the time 
any loss or damage occurs, and the loss or 
damage shall be ascertained or estimated ac- 
cording to such actual cash value, with proper 
deduction for depreciation however caused.” 

Held, that giving the seventh instruction was 
error. The true rule for the measure of recov- 
ery on a policy of this kind, where there has 
been a total loss, is the actual market value of 
the property at the time the loss occurs. If the 
loss is only partial, the measure of recovery 
would be the difference between the value of 
the property, immediately before and imme- 
diately after any loss or damage occurs. 

As the insurance company took possession of 
the damaged property and retained the same, 
it is not entitled in the measurement of dam- 
age to make any deduction because of salvage. 

As to the measure of recovery, the defend- 
ant itself offered competent evidence showing 
that the value of the car at the time of the loss 
was $550. The judgment will be affirmed on 
condition that the plaintiff shall within twenty 
days execute a remittance of all in excess of 
$576.20, being the amount of $550, with interest 
from the date of the loss to the date of the 
verdict, 

Gibson vs. Glens Falls Ins. Co. (Sup. Ct. of 
Nebraska). 197 N.W. Rep. 950. 


1920, and 





Cancellation provisions must be strictly 
complied with unless waived. Notice of can- 
cellation must be positive and unequivocal. 
Notice of cancellation must state that un- 
farmed premium will be returned. 

The policy contained the following provision 
a to cancellation: 

“This policy may be canceled at any time by 


the company, by giving to the insured a five- 
days’ written notice of cancellation, with or 
without tender of the excess of paid premium 
above the pro-rata premium * *, Notice 
of cancellation shall state that said excess pre- 
mium (if not tendered) will be refunded on 
demand.” 

In this case the defendant company desired 
to cancel its policy and plaintiff was informed 
of that fact. But owing to the indefiniteness 
of the notice plaintiff could not tell when can- 
cellation was to take effect, if at all. The let- 
ters by the company to the insured merely re- 
quested a “return of the policy for cancella- 
tion.” The letter of the 25th does state “under 
policy ordered canceled by the company,” but 
this letter was not regarded by the agent of 
the company as terminating the relationship. 
The fire occurred within five days thereafter. 
The court held that there was no such clear, 
unequivocal notice as was required to cancel the 
policy. 

Further the return or tender of the unearned 
premium was a condition precedent to a void 
cancellation under this clause. Here there was 
coupled with the statement that the premium 
would be refunded on demand, a condition re- 
quiring the return of the policy. 

Judgment for the plaintiff affirmed. Pome- 
rantz vs. Mutual Fire Ins. Co. of Chester 
County (Supreme Court of Penn.), 124 Atlan- 


tic Rep. 139. 


Where plaintiff and his creditor were 
named as joint payees in insurance policy 
on automobile, the creditor is a necessary 
party to the action. Error in overruling 
demurrer for failure to join insured’s creditor, 
held harmless where the insurance companv 
filed an affirmative answer, forming an issue 
of fact as to the amount due such creditor 
and obtaining a finding therein in its favor. 
Finding concerning authority by agent to 
waive proof of loss, warrants conclusion of 
fact that the agent waived such proof. 

Action was brought by insured on an insur- 
ance policy insuring him and the Mercantile 
Discount Corporation against loss by fire upon 
a certain touring car in the amount of $2000. 
The automobile insured was purchased by the 
plaintiff from the Indianapolis Tchacht Truck 
Company under a written contract reserving 
title in the seller or its assignee until the full 
purchase price was paid. The plaintiff also 
gave his note for amount unpaid to the seller. 
Later the note and contract were both assigned 
to the Mercantile Discount Corporation, which 
was the owner thereof at the time of the fire. 
The insurance company then alleged that the 
amount due thereon was $1185.43 when this 
action was commenced and that the plaintiff was 
not entitled to recover anything on account of 
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the aforesaid interest of its creditor under the 
policy of insurance. Upon trial, judgment was 
given for the plaintiff, although there was a 
special finding for the defendant, as regards the 
interest of the Mercantile Discount Company. 

Upon appeal, the defendant insurance com- 
pany claimed that the complaint upon its face 
showed a defect of parties plaintiff and that its 
demurrer to the complaint should have been 
sustained for this reason. 

Held that under the insurance policy the sum 
to be paid was to be divided between the two 
payees named and the priority of payment was 
fixed, but the amount to which each is entitled 
was not determined. Both payees, therefore, 
have a common interest in the subject of the 
action. This being true, the Discount Corpora- 
tion, the mortgagee, is a necessary party plain- 
tiff to this action, since it was not made a party 
defendant. 

This error, however, was rendered harmless 
by reason of the fact that the insurance com- 
pany filed an affirmative answer in which it ten- 
dered an affirmative issue as to the amount 
owing the Mercantile Discount Corporation un- 
der the policy in suit and because of the loss of 
the automobile. This defendant thereupon ob- 
tained a finding in its favor, based on the evi- 
dence introduced, which was given effect in 
the judgment, entered against the insurance 
company. The insurance company having 
voluntarily elected to set up the interest of 
said Discount Corporation in the subject of the 
action and having secured a finding in its favor 
thereon, is not now in a position to say that 
it was injured by failure to sustain its 
demurrer. The judgment rendered, however, 
is only conclusive between the two parties and 
does not determine any right of the Discount 
Corporation, as it has not had its day in court. 

Appellant also contends that there was no evi- 
dence to show that proof of due loss within 
sixty days was waived by the insurance com- 
pany or any of its duly authorized agents. Part 
of the findings made by the court discloses, how- 
ever, that the local agent of defendants was 
authorized to issue policies, collect premiums 
thereon, investigate losses thereunder, to make 
reports on such losses to the insurance company 
and, on occasions, to receive proofs of loss and 
make payments thereof with checks issued by 
the company. Plaintiff claimed that, after this 
loss, he asked the agent if it were necessary to 
make and file formal proof of loss. The agent 
advised the plaintiff that it was not necessary 
to make further proof of loss and accordingly 
no further proof was filed. This was sufficient 
evidence to establish a waiver of proof of loss 
by the insurer. 

Judgment for plaintiff affirmed. 

National Fire Insurance Company vs. Gell- 
man (Appellate Ct. of Indiana), 144 N. E. 
Rep. 154. 
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| STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 




















Whitehall 20 Vesey Street 
7796 New York 
Underwriters 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











FIRE 

Warranty in fire policy required assured 
to keep books which would show amount of 
property on hand at time of fire. 

This case was an appeal by the insurance 
company from a judgment rendered against it 
ona fire policy covering cotton ginned and un- 
ginned, baled and unbaled, etc., while on gin- 
nery premises. The defendant alleged a breach 
of warranty of what is known as the “record” 
warranty in the policy reading as follows: 

‘It is warranted that the assured will keep a 
book containing a complete and correct record 
of all cotton put in the gin house or cotton 
house, and all cotton taken from the gin house 
or cotton house * * * and in case of loss 
or damage, the assured will produce such book 
and record for examination by this company, 
otherwise this entire policy shall be null and 
void.” 

On the trial the plaintiff offered a book, called 
a ledger, containing a record of the dates cot- 
ton was received at the mill, the weight of the 
bale and a notation showing whether the cot- 
ton had been delivered to the owner. The 
assured was also allowed to offer in evidence 
what are known as “gin tickets.” The assured 
furnished to the cotton weigher, who received 
and weighed the cotton hauled to the gin, a 
small book of tickets which were in the nature 
of blank receipts. When a bale of cotton was 
delivered at the gin it was weighed and a 
blank ticket or receipt showing the weight of 
the cotton was torn from the book and given 
to the owner of the cotton. There was entered 
on the stub the name of the vwner and the net 
weight of the cottor or seed and number of the 


bale. When delivered to the owner, the word 
“delivered” was written on the margin of the 
stub, and when the cotton seed was carried 
away by the owner, the word “send” was writ- 
ten on the stub. 

The stubs of these tickets, however, contained 
no notation which showed the amount of cotton 
or cotton seed sold or shipped by the assured. 

In order to show shipments, the assured was 
permitted to introduce in evidence the bills of 
lading issued by the railroad company showing 
certain cars of cotton seed shipped and also the 
weigher’s tickets for these cars. Upon this 
evidence, the court submitted the case to the 
jury, holding that the assured had complied 
with the “record warranty.” 

This ruling was held to be error. The effect 
of the stipulation is to require the assured to 
as will enable the accountant 
to ascertain reasonable accu- 
racy the amount of cotton and seed on hand. 


keep such books 
from them with 


No particular method of keeping the books is 
required, but in order to comply with the war- 
furnish the 
information, without the aid of parole testimony 


ranty, the books must themselves 
or loose leaf memoranda collected from other 
sources. The loose memoranda was not a sub- 
stitute for the books, which were required to 
be kept by the terms of the warranty. 

The assured also attempted to comply with 
the warranty by offering a book containing a 
record of cotton received and shipped but on 
cross-examination it appeared that the book 
Was prepared entirely after the fire and was 
therefore properly excluded. 

Judgment must be reversed. 

Merchants Unton Ins. Co. vs. Johnson (Sup. 
Ct. of Miss., Div. B.), o9 South. Rep. 89. 


Appraisal award for gross sum under 
policy covering real estate only, held not 
invalid. 

This case was a suit in equity to set aside 
an appraisal and award upon a fire loss, which 
appraisal was entered into by virtue of the pro- 
The 
award was signed by the two appraisers and 
The award did not set out the matters 
of difference upon which the umpire acted with 


visions of certain insurance policies. 


umpire. 


the appraisers and the assured alleged that this 
rendered the award invalid. The evidence dis- 
closed that there were only three matters of 
difference submitted to the umpire and that the 
umpire intended his approval of the award to 
apply to only these matters in dispute. Held 
that the award will not be set aside on this 
ground. 

The policy was on real estate, and the award 
was not invalid because it was for a single 
gross sum and did not itemize sound value and 
loss upon each of the constituent elements of 
The items of loss found by the ap- 
praisers to make up this sum were admitted into 


the house. 


evidence. 

The of the 
trial court that the appraisers and umpire were 
impartial and disinterested, that they considered 
all matters of damage, gave the complainant full 
opportunity to point out the items 
claimed by him and used their best judgment. 


evidence supports the findings 


of loss 


rd 


O/ 


The award should not be set aside. Judgment 


affirmed. 
Campbell vs. Union Mutual Fire Ins. Co. 
(Sup. Ct. of Rhode Island), 124 Atl. Rep. 460. 





PERSONAL ITEMS 











E. Y. Tupper, Southern manager for the 
Queen, spent his vacation at Hot Springs, Va. 
In route to his home in Atlanta, Mr. Tupper 
stopped in Richmond for a brief visit to his 
son, E. D. Tupper, Virginia special agent for 
the Home of New York. 

Edward P. Oertel, for the past twelve years 
connected with the Wassau, Wis., office of the 
Great Northern Life, has been transferred to 
the home office in Chicago, where he will act 
as assistant to Vice-President John A. Sullivan. 
He will be concerned with the obtaining and 
the training of new agents. 

I. Allen Griffith, formerly manager for the 
Bankers Life of Des Moines, at Seattle, Wash., 
later with the Royal Union Life, has become 
affiliated with the Security Life of Chicago as 
manager for Southern Indiana, Southern Ohio 
and Eastern Kentucky. 

J. B. Morton, first vice-president of the Fire 
Association of Philadelphia, is spending the 
month of August resting and recuperating on 
the Maine coast. 

Stanley G. Martin, second vice-president of 
the Independence Indemnity, is being showered 
with congratulation on the fact that he is now 
a grandfather. He recently received word 
from England to that effect. 

Louis A. Boli, Jr., vice-president and agency 
director, National Savings Life Insurance Com- 
pany, Wichita, Kan., was m New York last 
week. Mr. Boli is taking a motor trip through 
the East as a part of his vacation. 

J. D. Whitney, publicity manager of the 
Travelers Insurance Company, Hartford, Conn., 
has returned to his office subsequent to a three- 
months’ leave of absence. He spent the time 
traveling on the Pacific Coast. 

Vice-President A. C. Parsons of the Pacific 
Mutual Life is in the hospital as the result of 
an accident at Balboa. He was assisting in 
launching a power boat when he slipped and 
fell into the bay, striking on his chest on a pile. 
He suffered a fractured breast bone and sev- 
eral ribs. 

E. W. Spencer, manager of the Virginia In- 
spection and Rating Bureau, is spending his 
vacation at Nimrod Hall. 


ORGANIZATION NUMBER 
The Spectator of New York Brings Out 
Special Issue—Valuable Record of 
Insurance Progress 


A special issue of Tue Spectator of New 
York, published last week, is known as the 
‘organization number.” It “is dedicated to the 
men who, by their sacrifices of time, thought 
and energy, and by the application of their 
sound judgment, founded and fostered the 
company, agency and other organizations 
which have aided materially in the upbuilding 
and regulation of the insurance business, the 
raising of its ethical standards, and the great 
elevation of insurance in its various branches 
in the esteem of the public. 

“Betterment of insurance service is thus at- 
tained by co-operation, co-ordination and 
regulation.” 

This issue is an encyclopedic and authorita- 
ntive record of the progress and contribution 
to the insurance business of every important 
life, fire and casualty insurance organization 
in the country. A responsible officer of each 
group is the author of its sketch.—Amertcan 
Agency Bulletin. 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Automobile Insurance 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE C. W. KANOUSE 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsylvania and Maryland 


WANTED 


Managers for These Important Districts 


KANSAS, EASTERN MISSOURI 
Guaranteed low cost policies. As good as we can make them, 


Any one of the above is an absolutely first class opportunity, 
lf your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 
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209 S. LaSalle St., 


INCOME INSURANCE 
SPECIALISTS © 


Opportunities for Salesmen in 47 States ; 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
Chicago, III. 
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EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 





ACTUARIAL STUDIES 


Study No.1. ‘SOURCES AND CHARACTERISTICS OF THE PRIN-« 
CiPAL MORTALITY TABLES.”’’ Price $2.00 plus cost of delivery. 
Study No. II. ‘‘CONSTRUCTION OF MORTALITY TABLES FRO 
— RECORD OF INSURED LIVES.’’ Price $2.00 plus cost of 
delivery. 
Study No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
TABLES.’ Price $2.00 plus cost of delivery. 
Study No. V. CHAPTER ON “DISABILITY BENEFITS.’’ Price, 
$2.00 plus delivery charge. 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 
Good progress has also been made on the chapters ‘‘Construction of 
Mortality Tables (No. II.) and ‘Population Statistics” (No. III.). It will 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORE 

















OPPORTUNITY 


The progressive methods and spirit of 
co-operation between the Home Office and 
agents in the field offer a real opportunity 
for the agent. 


25 Millions of Assets 
178 Millions of Insurance in Force 
When you consider this to have been 
accomplished over a period of only 15 years, 
you must realize what an opportunity is 
offered for future growth with this company. 


Prompt Service on Standard 
and Sub-Standard Business 


International Life Insurance Co. 
ST. LOUIS, MISSOURI 


YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 




















HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutua! building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques 
tionsfrequently asked about such organizations, and their answers. 

This bookis substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 


Orders and remittances should be sent to 
THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 

















